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RAND MSNALLY & COMPANY 


NEW YORK Publishers CHICAGO 








The Approaching 


CONSOLIDATION 


Bank of North America & Trust Company — tracing its 
ancestry back to America’s first bank, chartered by the 
Continental Congress in 1781 —will soon consolidate 
with The Pennsylvania Company for Insurances on Lives 
and Granting Annuities, chartered in 1812. 


So similar in history and ideals, these companies will 
concentrate in one stronger and greater organization the 
experience, technical knowledge and executive ability 
tested through long and exacting service in two of the oldest 
and most successful financial institutions in Philadelphia. 


—JOHN H. MASON, President 










BANKYNORTH AMERICA 
and TRUST @ COMPANY 


PHILADELPHIA - 
Meinber Federal Reserve System . . Capital, Surplus and Undivided Profits More Than $12,000,000 
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CENTRAL HANOVER | 


BANK AND TRUST COMPANY 


Unites Central Union Trust Company 
and Hanover National Bank 


With total resources of over 
$582,000,000 and capital funds of over 
$ 100,000,000 Central Hanover Bank and 
Trust Company merges two old, independent 
and conservative New York financial institu- 
tions with a history dating back to 1851. The 
main oflice will be in the new and recently 
rebuilt quarters of Central Union Trust 
Company at 70 Broadway and 13 other oflices 
will make the complete facilities of Central 


Hanover Bank and Trust Company available 


at 15 other Manhattan business centers. 


Central Hanover Bank and Trust 


Company brings together two groups of widely 
experienced and carefully trained officers whose 
traditional policy of direct dealing with custom- 


ers assures prompt decisions and quick action. 


Its large banking business as well 
as the volume and quality of its trust business 
have been notable charac teristics of the Central 
Union Trust Com Jany. Hanover National 

pany 
Bank has been eminently a bankers’ bank. 
Central Hanover Bank and Trust Com yany 
pany 
therefore has unusual facilities and organization 
for a com sletel rounded bankin and trust 
I > $ 


service, 


This merger will not affect the tra- 


ditional investment policy of both institutions. 


The Central Hanover Bank and 


Trust Company will have no securities 
for sale nor will it have any affiliation 


with security or investment corporations. 


Therefore the independence of the 
merged companies in the selection of invest- 
ments for trust funds and for individuals 


will be maintained and perpetuated. 


Central Hanover Bank and Trust 


Company will continue the policy of having 
foreign representatives rather th: an branches i in 
foreign countries, cooperating w ith local banks, 
rather than competing with them. This has 
een large responsible lor the highly satis- 
been largely responsible for the highl, 

factory service of the foreign departments i in 
e -xpediting and fi..ancing forei sign business, export 


and import. 


The presidents of both institutions 
head the offal stath of Central Hanover. 
George WwW. Davison is president and William 


Woodward is chairman of the board. 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 
NEW YORK 
14 Offices in 14 Manhattan Centers 
4 Foreign Representatives in London, Paris, Berlin, Buenos A tres and Sydney 
NO SECURITIES FOR SALE 


CAPITAL, SURPLUS AND UNDIVIDED PROFITS OVER ONE HUNDRED MILLION DOLLARS 
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CONTINENTAL ILLINOIS 
COMPANY 


CHICAGO ; 
231 South La Salle Street 


Underwriter, wholesaler and 


retailer of investment securities 


Offices: 

New York 
Minneapolis Milwaukee 
Cleveland St. Louis 
Kansas City Des Moines 
Houston Wichita 
Atlanta Omaha 


Capital - 20 million dollars 
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What is 









behind the 





Travelers 
Cheques 


First, the prestige and stability of 
the internationally known Ameri- 
can Express organization, which 
for thirty-eight years, has sold 
countless millions of Travelers 
Cheques. 

A network of offices encircling 
the globe, which act as the travel 
headquarters of those who carry 
American Express Travelers 
Cheques. 

Scores of uniformed men sta- 
tioned at important frontier points, 
docks, and stations abroad, who 
are ready at all times to stretch out 
the Helpful Hand of Service. 

The assurance of prompt refund 
when the Cheques are lost or 
stolen, uncountersigned or not ex- 
changed for value. Selling banks 
do not shoulder this burden, as re- 
fund transactions can be reported 
direct to any office of the American 
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Express organization. When you 
sell American Express Travelers 
Cheques to your clients, you throw 
open a gateway of personal service 
and convenience which never closes. 


znd pendability 


ERICAN 
EXPRESS 
Uravelers cheques 


Steamship tickets, hotel reservations, itin- 
eraries, cruises and tours planned and 
booked to any part of the world by the 
American Express Travel Department. 


Why use Five books 





when One will do for 





HE multi-volume register record is 

unnecessary ! Costly, cumbersome, a 
time and space taker, it kills itself with its 
own awkwardness. 


Banks are swinging to the economicial, 
commonsense method .. . a loose leaf 
Combined Register. Instead of many vol- 
umes for one clerk—one clerk for many 
registers in one compact book. 


One binding, no waste of leaves, no dead 
records to clutter up vault and cage space, 
the Combined Register is flexible, ever up- 
to-date—a single clerk can operate it. 


Binders are of durable material—sheets are 
always available in stock. You can merge 
all your registers—or part of them—or use 
the sheets separately in separate depart- 
ments. 


Send for a sample set of forms. They'll 
prove the story at a glance... or call the 
Remington Rand man in your city. 


Baker Vawter-Kalamazoo Division 


Remington Rand 


BUSINESS SERVICE wc. 


BUFFALO, N. Y. 


Sales Offices in all Principal Cities 


RAND SAFE-CABINET BAKER—VAWTER 
DALTON LINE-A-TIME LIBRARY BUREAU 


KALAMAZOO 
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NEw YORK inaugurates the only 
Exposition of its kind in the world! 


Operated along “De Luxe lines. 


of FINANCIAL 
COMMERCIAL 
INDUSTRIAL 

Establishments. 


No importuning to buy! 


S €@ and compare every practical 
device, invention, discovery 
accessory, luxury or necessity for 
the more ecomomical and profit- 
able operation of modern business 
offices. 


ALL THE COURTESIES AND 
PRIVILEGES OF A PRIVATE CLUB 


sy 


Open every business day 
9 A.M. to 8 P.M. 


Complimentary Annual Passes } 
from your banker or direct from 


BANKEXPOSITION, Ltd. 


J. MAXWELL GORDON, President 


11 West 42nd Street, 
New York, N.Y. 





Readers will confer a favor by mentioning THE JUNE, 1929 BANKERS MONTHLY when writiny t 


o our advertisers 














Detroit holds first rank in many other industries, in addition 
to being a motor car manufacturing center. 


Eighty broad lines of industry flourish in the Detroit metro- 
politan area; 2,500 manufacturing establishments produce 
more than 4,000 separate and distinct types of products; non- 
automotive industries produce goods valued at approximately 
$850,000,000 annually. 


Diversified industry is evidenced by Detroit's undisputed 
leadership in the manufacture of many different articles 

ides automobiles and automotive products, such as adding 
and calculating machines, vacuum cleaners, alkali products, 
pharmaceuticals, soda.ash, electric irons, seed packing, stoves, 
electric refrigeration units, radiators, overalls, marine engines, 


_—— 


in the Detroit ve) 


2 en) oe ve 
eee 


SEED PACKING 





all-metal airplanes, wire springs and biological products. 
Cigars, varnish, lacquer, brass goods and aircraft are other 
important Detroit industries. 


Diversification is on the increase. On the average,-about 
one new industry a week establishes itself in Detroit and, of 
these new industries, 60% are non-automotive in character. 


Manufacturers in any line will find Detroit a strategic location 
for the assembly of raw materials, manufacturing and 
distribution. 


Our experience and intimate contact with Detroit's growth 
have equipped us to serve manufacturers and bankers who 
are interested in the Detroit area. 


Union Gust Company and The National Bank of Commerce 


DETROIT, MICHIGAN 
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: Checking Up the 
INVESTMENT [List 


A New England merchant planned to retire. He asked 
his local banker’s advice about investing in certain in- 
dustrial securities (including those of several Michigan 
corporations) which a friend had recommended. 


The banier knew that this list of investments con- 
stituted most of his client’s estate. Unwilling to act 
in the matter single handed, he decided to consult a 
specialist—or a group of specialists. 


Which of his correspondent banks had a thorough 
knowledge of industrial securities and the corporations 
behind them? He decided to write the First National 
Bank in Detroit regarding the Michigan corporations. 


A few days later he received our recommendation. 
Some securities were dropped from the list; others 
added. It was a comprehensive investment program 
exactly adapted to the client’s needs —the result of 
a painstaking analysis. 

Assistance in the selection cf investment securities 


is only one of the many services offered correspon- 
dent banks by the First National Bank in Detroit. 


IFIRST 
NATIONAL BANK 


First NATIONAL COMPANY 
OF DETROIT 


INCORPORATED 
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N May twentieth two names 
that have made history in 
mid-west financial circles were 
joined to create a new name, a 


union of the two, which will 


carry on with greater capac- 
ity the ideals and services 


of thetwo. On May twen- 
tieth the National Bank 
of Commerce in St. Louis 





and the MercantileTrust 
Company united 
to continue their 
service as the Mer- 
cantile-Commerce 
Bank and Trust 
Company, with 
capital, surplus 

and undivid- 

ed profits of | amgNg 
$17,500,000 


i 
Bank and@frust Company 
| Locust ~ Eig Tat 





Charles 
| (a Dalawis ee Ls 
so NUL URED 
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MONG our earliest files we recently 
came upon a little packet of deposit tickets. 
These yellowed slips showed banks which have 
been correspondents of the First National 
Bank of Chicago since 1863. 


What long and intimate associations these old 
records suggest. Attracted by a kinship of 
history and ideals —cemented ever closer in 
mutual service and confidence—many of the 
conservative banks in the country placed their 
Chicago accounts here in the sixties and for 
two-thirds of a century have continuously 
retained their original banking connection. 


The First National 
Bank of Chicago 


Affiliated 
First Union Trust 
and Savings Bank 
FRANK O. WETMORE FREDERICK H. RAWSON HARRY A. WHEELER MELVIN A. TRAYLOR 
CHAIRMAN CHAIRMAN VICE-CHAIRMAN PRESIDENT 
EDWARD E. BROWN JOHN P. OLESON CRAIG B. HAZLEWOOD BENTLEY G. McCLOUD 
VICE-PRESIDENT VICE-PRESIDENT VICE-PRESIDENT VICE-PRESIDENT 


Division F— Banks and Bankers | 
JOHN F. HAGEY GEO. H. DUNSCOMB JOHN J. ANTON THOMAS J. NUGENT [| 


VICE-PRESIDENT VICE-PRESIDENT ASST. VICE-PRESIDENT ASST. VICE-PRESIDENT 
LELAND L. HOBBS EDWARD J. JENNETT MELVIN H. THIES 


ASSISTANT CASHIER ASSISTANT CASHIER ASSISTANT CASHIER 
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Stabilized Bank Profits 


HE two _ principal 
sources of loss in 
most banks are costs that 
are too high and loans 
that are not paid. Natur- 
ally, a comptroller devotes 
the most of his time to 
eliminating, or at least, 
reducing these two losses. 
After considerable work 
in developing policies and 
methods to reduce losses 
and stabilize profits, I 
think I can express the 
results in two sentences. 

We control costs by 
analyzing expenses. And 
we control loan losses by 
analyzing loans that have 
been defaulted. 

In analyzing expenses, 
we reduce the expense to 
the cost per item in every 
ease where that is pos- 
sible. The following de- 


A Control of Costs and 


Losses Is the Basis 


By S. R. QUADEN 


Comptroller, First Wisconsin National 
Bank, Milwaukee 


To Stabilize Profits 


A. Control expenses by — 


1. Comparing items each month with 
previous month and previous year. 


2. Figuring cost per item for every 
expense that can be allocated to the 
handling of items. 


3. Comparing cost per item figures 
with similar figures of other banks. 


4. Making ratio comparisons to dis- 
cover expenses that may be out of line in 
proportional amount. 


B. Control loan losses by — 


1. Analyzing chargeoffs to find a com- 
mon cause of non-payment. 


2. Applying technical ability to a 
study of business trends and of individ- 
ual industries. 


based upon our experi- 
ence and best judgment, 
so that after all, this .is 
also a very definite pro- 
cedure. 

After we secure this 
analysis, we then make 
comparisons with similar 
costs for previous months 
and previous years. Note 
that we do not wait until 
the end of the year to 
compute the cost per 
item. This computation 
is made every month. 


Standards Against 
Which To Check 


Our comparisons are 
made with the figures of 
the previous month and 
figures for preceding 
years. Thus we have sev- 
eral standards against 
which to check. It is 


partments furnish such costs: Coun- 
try books, return items, coupon, dis- 
count, individual books, inside clear- 
Ings, savings, transit, bill of lading, 


and collection. 


There are, of course, a few ex- 


penses that cannot be reduced to the 
cost per item, and these must be al- 
located in another way. In 
making this allocation, however, we 
have a definite formula in the case 
of every item of expense which is 


11 


our experience that the average 
figure for a group of banks is not so 
good a standard as actual figures 
developed in your own institution. 
We have, however, worked out an 
additional standard against which 








to check which may possibly be more 
or less of a new idea to many bank- 
ers. It is a practical method, how- 
ever, and can be used by any bank, 
no matter what the size. 

This plan is to compare once a 
year cost-per-item figures with banks 
in other cities that are as nearly like 
our bank as possible. In selecting 
such banks we try to select them in 
cities of approximately the same size 
as Milwaukee, banks with approx- 
imately the same total of capital and 
resources. 

Thus a standard established in 
this way, it is hoped, will have a 
tendency to encourage us to improve 
our own operating costs. I wish to 
say that we find no difficulty what- 
ever in securing the cooperation of 
other banks in the working out of 
this plan. Naturally, the other bank 
benefits from having a tabulation of 
our costs to compare with its own. 


How Departmental Expenses 
Are Distributed 


Perhaps an explanation of our 
method of distributing departmental 
expenses, which are later analyzed in 
detail, will be helpful. It is prob- 
able that some banks might need to 
revise this method a little to fit their 
own conditions, but I think, perhaps, 
this explanation will be helpful as 
a basis from which to work. Our 











INSIDE CLEARINGS 
OR 
CENTRAL PROOF DEPARTMENT 


MAIL DEPT. 








CORRESPONDENCE. 


MESSENGERS 


PUBLIC LOBBY 





PERSONNEL DEPT. 


GENERAL 


ELEVATOR 
MACHINERY 





method of distribution is as follows: 

Salaries—Distributed to depart- 
ments according to the personnel of 
the department. Utility and special 
help, whenever used for any appre- 
ciable time, is to be included 
charge for salaries. 

Rent—Chargeable to departments 
according to floor space used. A por- 
tion of the space in the banking 
lobby is charged to the cages border- 
ing on that lobby. The undistributed 
lobby space applies to the bank in 
general. Three feet from the front 
of the cage is considered to belong 
to the eage rental chargeable to that 
cage or counter. 


in 


The value of floor space is charged 

accordance with its location. 
Main floor space is, therefore, to be 
charged at a higher rate than other 
floors. 

Fidelity and guaranty bonds—After 
making proper charges to individual 
checking accounts department, the 
balance of premiums is charged to de- 
partments according to the number 
of employees in each department. 

Group insurance—Group insur- 
ance is earried by the bank on all its 
employees. Actual premium charges 
paid by the bank are charged to de- 
partments on that basis. 

Light and power—Light and 
power are chargeable to departments 
according to monthly consumption. 


in 


INDIVIDUAL COUNTRY 
BOOKKEEPING DEPT. BOOKKEEPING 
DEPT. 


LIGHT COURT 






ACCOUNTING DEPARTMENTS 
FIRST WISCONSIN NATIONAL BANK 
ENTIRE 16TH FLOOR 















Although each and every depart. 
ment is not metered, the amount of 
current consumed can be ascertainej | 
by observations at intervals to ascer. 
tain the number of watts of power f 
consumed during a period of days 
and applying this over the entire : 
month on that basis. A fairly ae. 
eurate basis can be established jy | 
this manner. It would be practical 
to base the power consumed by any 
department to the total power used 
by the entire bank during the month 
and applying this basis to subse. 
quent months, until another check 
can be made. 

Postage—A basis for ascertaining 
postage used was established by ae. 
tual count kept during a period of 
several weeks at different intervals, 
This basis is used and applied for 
the total of that department to the 
total postage used. The inventory 
of postage used at the beginning of 
the month and the inventory at the 
end of the month should be taken 
into consideration. 

Printing and _— stationery—The 
items under the above account are 
requisitioned from our purchasing 
department’ by means of orders 
signed by the department manager. | 
These totals are compiled monthly 
by our purchasing department and | 
a charge is made to the various de- 


(Continued on page 42) 
















TRANSIT DEPT. 





LADIES 
LOCKERS 
AND 


REST ROOM 

















ELEVATOR 
. MACHINERY 


IME is saved, the chance of mistakes being made minimized, and the number 
of employees reduced by the location of all operating departments on one floor. 
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Increase Bank Profits 


Decrease Bank Failures By —, 


Organized 


ESEARCH has taught industry 
R that when profit disappears 
from its major activities, the by- 
products may produce income far 
beyond the best results of primary 
operations. 

Research has taught chemistry 
that it may revolutionize itself. 

Research has taught physics that 
it may double and treble the value of 
our national resources by obtaining 
greater efficiency from their uses. 

Medical research has_ enabled 
physicians to cast off the control ex- 
ercised by the mortality tables over 
medical science, and in turn, the 
science of medicine has become able 
to itself control the mortality of the 
human race and has actually length- 
ened the average human life by 20 
years. Doctors have freed us from 
the scourge of plagues and have 
transformed diseases from masters 
of men to servants of science. 


An Opportunity For Banking 


Banking has so far not utilized 
this modern Aladdin’s lamp to bring 
about similar miracles in its realm. 
Banking literature, especially in the 
magazines, reflects an increasing ref- 
erence on the part of bankers to 
achievements in other activities re- 
sulting from research. Many emin- 
ent bankers are urging their col- 
leagues to keep abreast of the find- 
ings of research in other fields for 
the protection that this knowledge 
may afford their institutions and cus- 
tomers. 

But bankers are faced with the 
necessity of plunging wholeheartedly 
‘nto research on their own account. 
Too long have bankers been con- 
trolled by the mortality tables of 
finance. They must now seek and 
ind methods, as scientifie physicians 
of business, to control the mortality 


BANKERS MONTHLY JUNE 1929 


By THOMAS C. BOUSHALL 


President, The Morris Plan Bank of Virginia 
Richmond, Va 


Three Phases Of 
A Research 


Program 


1. A study of internal bank 
management. 


2. A study of the control of 
business mortality. 


3. Research to develop ad- 
ditional new bank services. 


tables of our financial and commer- 
cial life. 
They must learn to diagnose finan- 


Banking. Research 


cial sickness and prescribe for com- 
mercial ills. 

They must become financial Pas- 
teurs and Listers and discover the 
causes and sources of business ills 
and learn to treat them constructive- 
ly, rather than offer the guidance 
that sterile records of commercial 
failures afford as a panacea against 
loss. 


Three Phases of Research 
Suggested 


There are three major phases that 
research can undertake in the in- 
terest of bank development. 

First of all there is the factor of 
bank management itself: Efficiency 
of operation, safety, profitableness of 
activities, adaptability of time- and 
labor-saving equipment, physical ar- 
rangement, and proper location. 
That there is room for development 
in this field is all too clearly indi- 
eated by the records of the American 


HE extension of bank services beyond the 20% of the 

population now reported as being served to a figure more 
closely approaching 100% of the people would swell the balance 
sheets and profits of banks. Through newer, wider services de- 
veloped by research, the banks would find themselves many 
times repaid for the relatively trivial costs invested in research 
effort. 


































































































































































































































































A Suggested Program For 
Bank Research 


1. Make a study of bank failures, analyzing the causes. 

With the causes determined, send a questionnaire to each 
bank to determine whether conditions in the bank would indicate 
any suggestion of oncoming failure. Such questionnaire is to 
be answered and presented to each bank’s board. 


2. Obtain a list of all failures. 

This should include bankruptcies, voluntary liquidations, farm 
abandonments, or other cessations of business from capital dis- 
sipation for the past five years. Give each bank a list of such 
individuals, firms, and corporations and let them list how many 
of each were financed by, came in contact with, or withdrew sav- 
ings from the bank to carry on such business. 


3. Determine the state of destructive competition. 

Obtain lists of all businesses in the area, and relate these 
businesses to other areas to determine if any groups are too highly 
competitive to survive. Relate these businesses to successful 
corporations or firms and analyze their statements to determine if 
they may be presumed to continue or will inevitably fail. 


4. Distribute a list of all sources of information. 

This will include all business, commerce, industry, farming, 
sea-food products, and personal financing such as budgets. Have 
each bank distribute this to customers urging the need to acquire 
all possible information and assistance in respect to the conduct 
of their affairs. 


5. Employ a research secretary. 

Either a full-time research secretary would have to be employed 
or a chair of banking research be established at the state uni- 
versity. 

6. Mail a questionnaire on bank services. 

Ask what services net now being rendered by banks could and 


should be rendered, and whether they are being rendered by 
other agencies or not rendered by any agency. 


7. Make a study of broader powers of banks. 

This would be to determine if, under proper restrictive condi- 
tions, banks could render greater, sounder, more profitable serv- 
ices to the community to the profit of the bank. 


8. Make a study of the best bank appliances, equipment, 
physical layout, systems, and supplies. 

Distribute the result of such study to promote the purchase 
of time, labor, and money-saving devices that promote efficient 
operation. 

9. Make a study of the causes and effects of the merging of 
banks. 

This to be done so that bankers may approach this question 
with more intelligence. 

10. Prepare a questionnaire to determine the education and 
experience of all bank officers in the state. 

This should also determine what qualifications association 
members believe should be set up for bank officials. 









banking industry for many year 

In the six years of 1921 to 1995 
inclusive, there were 3,600 bank 
failures, 600 a year, or an average 











of two a day for each working day & 


in those years. In 1927 there wer 
831 bank failures, showing that it 
was not alone after-war deflation 
that caused such failures, as failures 
in 1927 were almost 40% higher thay 
the average for the preceding gjy 
years. 

In 1928 there were 484 bank fail. 
ures, the lowest number for any year 
since 1923. What a magnificent pro. 
gram of bank research a fraction of 
the total resources of one year’s crop 
of bank failures would support! 

There are reported some 25,407 
banks in the United States, over 2% 
of which are failing every year. In. 


—— 


ee 


teresting statistics show that where | 
smaller populations are spread over | 
large areas, banks and bank failures ‘ 


are more numerous, while larger 


population units in smaller geograph- | 
ical areas call for a smaller number | 
of banks and a much lower ratio of | 


failures. What a world of data is at 
hand to be collected, analyzed, and 
applied to the banking industry. 


Bankers Should Study Business 


Failures 


The second great phase of the re 
search field from which banking can 
achieve tremendous credit is the 
study of the causes of business fail- 
ures. Dun reports in 1928 more than 
23,842 failures, almost 2,000 each 
month. These 23,842 reported fail- 
ures show liabilities of 489 million 
dollars, with assets of 255 millions, 
a net loss of 234 million dollars, most 
of which could and should have been 
saved through intelligent and proper 
bank cooperation. And Dun does 
not purport to record all business 
failures, voluntary liquidations, and 
closing of businesses after capital ex- 
haustion. 

A world of data is awaiting col- 
lection, analysis, application. The 
Bureau of Foreign and Domesti¢ 
Commerce, under the brilliant diree- 
tion of Dr. Julius Klein, is making 
great strides in collecting data in 
retail and wholesale merchandising. 
They are finding, for example, that 
in one only fair-sized city, 32 new 
grocery stores enter the field every 
thirty days, while 30 fail each month. 
Who is responsible that such a con- 


dition could exist? Surely with the | 


proper facts at hand the banker 


(Continued on page 46) 
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Watch This Trio Obsolescence of Plant 
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‘| Making Forecasts o§ Larnings 
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m | 
IS, 
st By 0. L. HATT 
on Vice President, National Bank of Commerce, Detroit, Mich. 
er 
~ TATEMENTS of assets and lia- Our board considers the two see- cluded.) 
a bilities supplied by borrowing tions of the statement that are most Gross profit. 
. corporations are becoming less im- important, to be those with the head- Deduct the following: 
‘ portant. It is the operating state- ings ‘‘Profit And Loss Statement’’ Administrative expense, salaries, 
L ment that shows the future of a busi- and ‘‘Reconciliation of Surplus.’’ and so forth. 
se ness. And it is from future opera- As a rule, when an account is pre- Fixed charges, including taxes. 
‘a tion that borrowings must be paid sented to the board for line-of-credit Deduction for bad accounts. 
“ and not from past performance. action, this is the first thing looked Deduction for plant and equip- 
* Of course, we still need the state- for. ment depreciation. 
a ments of assets and liabilities, but P a : Other deductions. 
¢. they, in themselves, are not sufficient rofit an Re ee Total deductions. 
at information on which to base judg- q Net profits from operations. 
- ment as to lines of eredit, or large We ask our customer to enter Other income. 
= loans. figures for the following items under Net profit or loss. 
h. In order to make sure that we will ‘‘Profit and Loss’’ Under the heading of ‘‘ Reconcilia- 
sie be supplied with the necessary Net sales for the period. tion of Surplus’’ we ask for the fol- 
he ’ operating information, we have a Less cost of goods sold (If depre- lowing information: 
or special report form which provides ciation is included in cost of goods Surplus as of last statement. 
for all the information we require. sold, please state amount so in- Adjustments (If adjustments in- 
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DO NOT believe that these new conditions 


Set 














N agreement signed by an officer of the borrowing corpor- 
ation pledges written information whenever a change in 


condition occurs. 


in 


business should be looked upon as making banking 


more hazardous 


or difficult. 


To me, they make 


banking far more interesting and profitable than it 


has ever been.— O. L. Hatt 


volve important transactions, please 
give complete details. ) 

Adjusted surplus. 

Net profits. 

Total. 

Dividends paid. 

Surplus as of this statement. 

You will readily see from this that 
we have the opportunity to compare 
the surplus for the previous state- 
ment and for the current one. This 
gives us an idea as to the trend. 
Where the customer has supplied 
previous statements, we make a com- 
parison to note the trend of profits. 

But we do not satisfy ourselves by 
simply noting the statement of the 
individual borrower. We also keep 
informed as to the trend of the busi- 
ness or industry represented by the 
borrower. This is becoming increas- 
ingly important because of the fact 
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that the trend of any business is 
likely to change over night and some- 
times these changes are very drastic. 
Some lines of business have actually 
been put out of existence by an un- 
expected and an unanticipated con- 
dition. 


How Inventions Affect Business 


I know of one concern, for ex- 
ample, that shortly expects to manu- 
facture a carburetor for automobiles. 
There are many other concerns de- 
pending entirely upon the manu- 
facture of carburetors. 

A new device to take the place of 
earburetors has been _ invented. 
Tests seem to indicate that it is so- 
much better than any type of car- 
buretor now manufactured, that as 
soon as its manufacturers introduce 
it there is a real danger of all ecar- 


. 


buretor manufacturers finding them- 
selves without a market. 

This is not at all an unusual cir- 
cumstance in this country of inven- 
tors, and in this day of increasing 
scientific research and manufactur- 
ing. 

Naturally, the bank that has cus- 
tomers depending upon one product 
for their livelihood, must watch con- 
ditions of the industry most care- 
fully. 

A great many bankers have long 
since realized this and have advised 
customers of this sort to widen manu- 
facturing operations to include pro- 
ducts of a diversified line. Thus, 
both the customer and the bank may 
be protected. Very often this diver- 
sification not only protects the indus- 
try against a new invention taking 


(Continued on page 54) 
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| How Much To Invest 
| How To Divide The Budget 





T goes without saying that seldom 

do any two banks have the same 

investment problem. The make-up 

and character of deposits and of the 

local demand for loans of banks of 

the same size vary widely. Since 

any sound investment policy must 

obviously be based on a consideration 

of all of the factors affecting the par- 

ticular situation of the individual 

bank, the investment plan we suggest 

here must be regarded not as a def- 

inite reeommendation for any bank 

n- but rather as a basis for the formula- 
tion of such a plan. 

r- For the purposes of this discus- 

n- sion, let us consider the situation of 

g a bank whose total resources are 

r- $3,000,000. From a quick survey of 

bank statements at hand, we find 

S- that a bank of that size would be 

et found typically in cities with a 

n- population of from 12,500 to 20,000, 

e- and that its statement would approx- 


imate the following: 
ig ASSETS 
d Cash and due from other banks $ 400,000 
Bonds and other securities 1,000,000 
Loans and discounts 1,500,000 
0- Miscellaneous 100,000 


S, | ike wee $3,000,000 
iy LIABILITIES 
Deposits 

Other liabilities 

Capital, surplus & undivided 
g F profits 


$2,600,000 
100,000 


300,000 
Msciwedaderes $3,000,000 
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“What Types To Buy 


By JAMES H. BECKER 


of A. G. Becker and Co., Chicago 





In examining the foregoing state- 
ment we take it for granted that the 
bank is fulfilling its obligations to its 
own community by taking care of 
all legitimate local demands for 
credit and that its loan item, subject 
to seasonal changes, represents the 
proper proportion of the bank’s 
fund which should be employed 
locally. We are probably safe in 
assuming further that from 35% to 
50% of the deposits shown are time 
deposits and, therefore, not subject 
to the same conditions as the rest of 
the deposit item. 


A Primary Reserve Proposed 


Consideration should first be given 
to the necessity for establishing a re- 
serve directly designed to supplement 
eash on hand and due from other 
banks. In other words, I propose to 


depart from the more or less general 


An Investment Banker Suggests 





ractical Investment Plan 


practice of considering all outside 
investments of a bank as its second- 
ary reserve and advance here the 
thought of two reserves, designated 
as the primary and the secondary 
reserve. The differences in these ac- 
counts are differences in degree of 
liquidity. 

In order to determine the size of 
the primary reserve, which will con- 
sist of cash and other very quick 
items, a study should be made of the 
experience of the bank over a period 
of years to determine the average 
amount of liquid assets necessary to 
meet maximum demands. This in- 
volves a study of the seasonal fluc- 
tuations in deposits and loans. 

For our purposes, let us assume 
that this figure of maximum demand 
is $450,000. To provide for any un- 
usual situations, and as a measure of 
extreme caution, we will add $300,- 
000 to this amount, making a total 
primary reserve of $750,000. 


As our statement above shows 
$400,000 in cash, it will therefore be 
necessary to invest $350,000 of the 
$1,000,000 investment account in 
primary reserve items such as short- 
term United States government 
securities, call loans and commercial 
paper. Because of the high degree 
of marketability of short-term United 
States government obligations and 
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since they can be used in some states 
as a part of a bank’s legal reserve, 
we would recommend the placing of 
$100,000 in this form of investment. 

We call attention here to the fact 
that long term government obliga- 
tions cannot be considered the same 
as short term be- 
cause the ele- 
ment of price 
fluctuation is 
much more im- 
portant in the 
ease of the long- 
er term issues, 
and here we 
wish to. elim- 
inate such a possibility. The 
other $250,000 should be 
placed in carefully-selected 
commercial paper (or partly 
in call loans under favorable 
circumstances) ; thus provid- 
ing a highly liquid reserve to 
supplement the cash and gov- 
ernment securities. 


Suggestions For Secondary 
Reserve 


Up to this point, we have 

been considering the employ- 
ment of the bank’s assets to 
perform two functions: 
1. Protection against cur- 
rent withdrawal demands 
without warning or on brief 
notice, and 2. The meeting 
of the credit requirements of 
the community. 

Every bank possesses assets 
which can reasonably be as- 
sumed to be permanently 
available and which are not 
needed in meeting actual 
eredit needs. These can be 
used in the establishment of 
the secondary reserve. The 
requirements for this reserve 
are met by assets of a stable 
nature, subject to a minimum 
of fluctuation under normal 
conditions and offering a rea- 
sonable opportunity for 
liquidation without undue 
loss. 

This reserve should be so con- 
structed as to serve as a direct sup- 
plement to the primary reserve and 
also to furnish a more profitable 
source of income than the primary 
reserve can well be. It is possible, 
in addition, so to design this second- 
ary reserve as to make possible the 
placing of a smaller percentage of 
a bank’s assets in the first line of 
defense. 
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From the definition of the pur- 
pose of the secondary reserve, it is 
obvious that sound bonds are the 
type of investment best suited for 
such a purpose. They are assets 
which ean be dependably analyzed, 
they are in marketable form, they 


A Practical Investment Plan 


In Outline 


Primary Reserve 


About twice the greatest sea- 
sonal demand for cash to be 
invested in short-term U. S. 
securities, call loans, and com- 
mercial paper. 


<¢HD 


Secondary Reserve 


A little less than the primary 


reserve invested in bonds 
assorted as follows: 
ee 20% to 30% 


Utilities ... .20% to 30% 
Industrials . .20% to 30% 
Foreigns .. . .15% to 20% 


These should include a number 
of short-term bonds maturing 
in from one to five years and 
serving as a revolving fund. 


are subject to a relatively small 
amount of change in character and 
strength and offer a definite and 
satisfactory income return. 


It has been our experience that in 
practically every case where bankers 
have stated that bonds are not suited 
to their investment because of failure 
to function in times of real need, the 
eause has been lack of proper con- 
struction of the investment account 


and not lack of suitability on the 
part of bonds in general. 


What Bonds To Select 


We suggest, therefore, that the 
balance of $650,000 from our $1,000. 
000 fund be invested in sound bonds 


It is obviously 
difficult to lay 
down an arti. 
trary rule for 
the percentages 
of the differen 
types of secur. 
ities to be car. 
ried in the See. 
ondary reserve. 
but some such alignment as 
the following will give a de. 
sirable degree of diversifica. 
tion which can be further jp. 
creased by intelligent selec. 
tion of the individual seeur. 
ities in each group: 


PMB ese ss é 3 20% to 30% 
Utilities... ..20% to 30% 
Industrials. ..20% to 30% 


Foreigns..... 15% to 20% 

In the case of state banks, 
perhaps 10% to 15% in high 
grade metropolitan real estate 
issues can be included, pro- 
vided the bank is not carrying 
too large a percentage of real 
estate mortgages in its port- 
folio. 

We have not included in 
the above tabulation some of 
the other types of investment, 
such as municipals, federal 
land bank and _ joint stock 
land bank bonds, all of whieh 
are tax exempt and provide 
additional opportunities for 
diversification. However, 
considerations of yield obtain- 
able on such securities of in- 
vestment calibre will indicate 
the advisability from time to 
time of including them. 

As to the size of the invest 
ment unit, a sound policy for 
an account totaling $650,000 
would be to limit the invest- 
ment in any one issue to al 


amount ranging from $10,000 to 
$15,000. 


Selection For Marketability 


Since marketability is an impor 
tant factor in the usefulness of the 
secondary reserve, the bank’s bond 
holdings should be assembled with 
some such plan in mind as is it- 
dicated by the following: 


(Continued on page 34) 
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ANUFACTURERS appreciate having their banker show an interest in their 
business by visiting the plant. The banker gets a better idea of the manage- 
ment by such visits than he will ever secure from a financial statement. 


n 


— 


ustrial Management 


Why bankers need to study it 
How this study can be simplified 


GOOD many of my friends in 

smaller banks have said that it 
is almost impossible for a banker in 
a small city to keep in touch with 
the various industries that apply for 
credit. 

We have here in Grand Rapids a 
great variety of industries. Although 
our city has the name of being the 
furniture capital of America, we 
have about as wide a variety of 
manufacturing as any city of this 
size, 

It is necessary, therefore, for us 
to keep ourselves constantly familiar 
with the developments and _possibil- 
ities of a great many industries. 

Theoretically, perhaps, a loan of- 
fier may keep himself informed 
on an industry by following the 
trade papers represented in the va- 
rious lines. While I believe that this 
is a splendid thing to do, still I hard- 
ly agree that it is sufficient in itself. 

We have found here in the Old 
Kent that one of the most im- 
portant things for the executive staff 
to do is to make regular trips to fac- 
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By C. H. HOLLISTER 


President, Old Kent Bank, Grand Rapids, Mich. 


tories in our locality, but we do not 
stop there. We also visit similar 
factories in other localities at every 
opportunity. 

This visiting is done not only by 
our loan officers but also by other 
officers, and information secured is 
passed around the bank so that we 
are all familiar with any important 
changes or developments. 


What To Look For In A Factory 


There are a great many things 
that are discovered when a bank of- 
ficer visits a factory that would prob- 
ably not come to mind without such 
a visit. It is very difficult to famil- 
iarize yourself with an industry 
without actually coming in contact 
with the operating department of 
the business, and so our visits include 
not only a talk with the officers in 
the office of the factory, but also fre- 
quent trips through the factory it- 
self. 

We find that the manufacturers 
greatly appreciate this interest and 
if no other benefit resulted, this 


cementing of friendship would be 
sufficient to pay for the time taken 
to make such trips. 

When the banker visits the plant 
of his customer, he will naturally 
have certain things in mind. If he 
has been warned of impending 
changes in the industry, he will 
naturally keep this in mind and will 
check the plant to note its flexibil- 
ity. In other words, he will try to 
determine whether it can be quickly 
and inexpensively changed to meet 
the new conditions. 

Sometimes these changes are in the 
types of machines used to manufac- 
ture at lower cost. 

Sometimes they are changes re- 
quiring the additions of new pro- 
duets. 

Sometimes they are changes re- 
quiring new selling methods. 

If nothing of this sort is in mind, 
the trip will take on the form of 
familiarizing the banker with the 
apparent progress or backwardness 
of manufacturing methods and de- 
vices, which will be interesting. 
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The banker usually needs to note 
the apparent interest taken by em- 
ployees in their work. The quality 
of management is exceedingly im- 
portant to the success of any busi- 
ness, and if management is careless 
and does not have proper control 
over employees, this is usually quite 
readily noticed. 
There are 
occasions, of 
course, when a 
banker is con- 
fronted with a 
new _ industry 
not yet  estab- 
lished in his 
town. Some- 
times his first in- 
troduction to the 
industry comes 
with the offering 
of securities as 
collateral for a 
loan. Then 
again, an industry may move 
into the town and apply for 
a line of credit before the 
plant is in operation. 
It may be that a sugges- 
tion as to how to secure in- 
formation in a case like this 
will be helpful. Our plan is 
to write or visit one of our 
city correspondents where 
we can secure the informa- 
tion from an officer who is 
familiar with the industry 
in question. It is possible 
that this source of informa- 
tion is not used by a good 
many smaller banks. It 
is not only a source of real 
importance but the city bank 
is always glad to render such help. 


What To Ask Your City 


Correspondent 


A letter addressed to a city corre- 
spondent regarding a new industry 
entering a town might well include 
questions designed to discover the 
following : 

1. Is there any trend in this in- 
dustry that is likely to seriously de- 
crease the demand, or to change the 
demand ? 

2. Is there any present indication 
that the machinery and methods now 
used for manufacture are likely to 
be materially changed? In other 
words, have recent inventions made 
it necessary for manufacturers to in- 
stall new types of machines in order 
to compete with other manufac- 
turers ? 
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3. What is the possibility of in- 
creased demand for the product, 
based upon probable new uses? 

4. What is the present competi- 
tion, and is this competition simply 
with other manufacturers of the same 
product, or with manufacturers of 
other products? 

5. What is the tendency toward 
merging of 
plants, and how 
might this effect 
the business in 
question ? 

May I again 
place emphasis 


What 


1. Is there danger of decreased de- 
mand for the product? 


2. What new uses may increase 
the demand for the product? 


3. Will 


recent 


upon the importance of bank officers 
knowing as much as possible about 
the operation, management and 
trend of each industry represented 
in the city? 


Personal Contacts Increase 
Farm Loan Business 


A southern bank has found the 
following policy expedient in han- 
dling loans, particularly to farmers. 

It hired a young school master of 
excellent moral character, a fine per- 
sonality, a thorough understanding 
of country people, and the ability to 
mix. He spent several months in- 
side the bank, where he was shifted 
from department to department un- 
til he was thoroughly familiar with 
the bank and its practices. 


To Learn 


About An Industry 


inventions soon 
make the present equipment ob- 
solete? 


4, What is the competition? 


5. What is the tendency toward 
mergers? 





He was then given a horse and 
buggy, told to go to the country, stay 
there, make as few mistakes as pps. 
sible, tell nothing he should not, 
gather all possible information, talk 
banking with every person he visited 
and learn what he could about each 
one’s financial condition from the 
man himself, then from his neigh. 
bors. 

He visited 80% of the people in 
the surrounding territory during the 
week and spent his week-ends in the 
bank making permanent records of 
the information gained. 

Thus the bank had the verbal state. 
ment of the possible bor. 
rower himself, the opinion 
of some successful neighbor, 
and the impression of its 
own representative. This 
process also gave it an inti- 
mate knowledge of the moral 
reputation of the farmer. 

This complete data, sup. 
plemented by what the bor. 
rower furnished when he ap- 
plied for the loan, enabled 
the bank to extend credit to 
many. In addition, each 
borrower furnished a finan. 
cial statement. 

Men who have never bor. 
rowed from this bank before 
are astonished when they 
find out how much the bank 
knows about their farms and 
are impressed by its alert- 
ness. Furthermore, the bank 
finds it much easier to get 
the detailed information it 
desires in financial state. 
ments because it has all this 
information about the bor- 

rower’s background. 

In addition, with all this informa- 
tion on hand, it is possible for the 
bank to see where a line of credit is 
really needed, even before the farmer 
does, and to suggest it tohim. Thus, 
it is a source of new business. 

For instance, the banker suggests 
the purchase of an additional piece 
of equipment knowing it will in- 
crease the farmer’s returns. 

Intimate knowledge gained from 
personal contact counts most. 


The City Bank & Trust Co., of 
Hartford, Conn., has used very ef 
fectively, the old plan of publishing 
in the statement a comparison of 
total deposits, capital, and surplus 
over a series of years. This empha 


sizes the growth of the bank. 
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A member describes 





State Association Benefits 


M. C. APPELT 


OME time ago our bank was 
held up by a bandit. We gave 
the alarm as quickly as possible and 
the robber was captured. He was 
first placed in jail here in Park Ridge 
and later taken to the county jail 
in Chicago. When his trial came 
up, there was delay after delay. His 
pals were evidently helping him. 
We soon discovered, however, that 
we had some help on our side, for, 
without requesting it, we were being 
helped by the Illinois Bankers As- 
scciation. This association, through 
its secretary, Mr. M. A. Graettinger, 
keeps careful watch on all such situ- 
ations and knows of every case that 
is coming up. Furthermore, it keeps 
in touch with the developments and 
uses its influence and its legal ad- 
visers to see that its members get 
the treatment that is due them. 
Although this case was continued 
from time to time, we finally were 
successful in securing a conviction. 


Over-banking Prevented 


This experience has stood out in 
my mind ever since, and I feel that 
the membership of my bank in the 
Illinois Bankers Association was 
well worth while, even if this were 
the only service we had received. 
Every now and then, someone 
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HE Park Ridge State Bank of Park 
Ridge, Ill. has benefited from member- 
ship in the Illinois Bankers Association 
for many years and its president, M. C. 
Appelt, here tells of his appreciation 


By M. C. APPELT 


President, Park Ridge State Bank, Park Ridge, Ill. 


makes a move to start a new bank. 
In most cases, the town does not 
need another bank. Sometimes a 
group of business men feel that they 
want to have a bank operated in 
their own way, and start a move- 
ment for a new organization. Again, 
a wealthy man may wish to control 
a certain part of the finances of the 
community, and so makes a move to 
start a bank. 

When a town is large enough to 
support another bank, I am heartily 
in favor of a new institution, but 
when the community does not need 
more banking facilities, then I think 
it is a detriment, not only to the 
existing banks but to the community 
and especially the owners of the pro- 
posed bank, to allow its organiza- 
tion. 

I have recently had an experience 
which shows me that our state as- 
sociation is an important protection 
in this connection. At one time, ours 
was the only bank in Park Ridge. 
Suddenly we learned that two new 
banks were in the process of or- 
ganization. We reported the situa- 
tion to the Association and received 
immediate attention, with the result 
that only one bank was formed. We 
believe that this makes healthy 
competition, but the formation of 
the third bank would not have been 
warranted in a community of this 
size. 

Another case came up in which a 
wealthy man proposed to organize 
a national bank. Our state associa- 
tion believed, with us, that this 
would be a burden to the community 
rather than a help, because of the 
fact that the banking facilities are 


sufficient now. The organization of 
this bank has not been completed. 
It seems to me that this service 
alone has been worth the small cost 
of membership. But this is not all. 
Through the promotional services of 
the state association, group meetings 
are held several times a year which 
make it possible for bankers with 
similar interests to get together and 
talk over mutual problems. This 
service stands out in my experience 
as being well worth the cost of mem- 
bership. So, you see, our bank has 
benefited in three ways, any one of 
which would have been sufficient. to 
justify our membership dues. 


Insurance Savings Would 
Pay Dues 


These dues, by the way, are not 
large. I have checked over the list 
of banks in Illinois that are not 
members of the Association, and find 
that only nine of them would have 
dues in excess of $25. I have also 
made an estimate of the cost of in- 
surance, and find that in almost 
every case, any of these banks could 
save almost as much as the dues in 
the reduced rate of insurance when 
purchased through our association. 

Our association has provided us 
hold-up protection in the form of 
town guards. I suppose that the 
bankers of any town could get to- 
gether and arrange for guards, but 
as a matter of fact, this is never done 
without someone from outside pro- 
moting the plan. Through the man- 
ager of the: Protective Department 
of our association, our state is highly 
organized for protection. Not only 


(Continued on page 59) 





21 






Trust Department 


Five Elements 


In 


Success 


By L. H. ROSEBERRY 


Vice President, Security-First National Bank of Los Angeles, Cal. 


N a brief way, the elements which 

have led to the success of the trust 
department of this bank are as fol- 
lows : 
A earefully selected, trained 

« and loyal official and personnel 
staff. We consider this one of the 
most important features in the suc- 
cess of any business institution, par- 
ticularly a trust department, which 
is SO sensitive to outside criticism and 
which produces service as its sole 
commodity. The trust department 
staff, and its heads, must be efficient, 
courteous, trained, loyal to the de- 
partment, and interested in their 
work and the affairs of the people 
with whom they come in contact. 


1} 
+) Proper policies for the accept- 
—* ance of new business. People 
with questionable ventures are will- 
ing to pay well for the services of 
a trust department that will lend 
respectability and public confidence 
to their wares. Therefore, merely 
because the fees are attractive it does 
not mean the business is attractive. 
A careful selection of new business 
of the right kind and from the right 
people is an important element in 
the success of any trust department. 
3 The quotation of proper fees in 
‘Fe advance of the acceptance of a 
trust is essential to success. Many 
trust officers do not understand the 
actual cost of trust administration 
and they are apt to be tempted to 
secure volume of business rather than 
adequacy of fees. The preparation 
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Encouragement 


For Trust Officers 


Your market will never 
be completely saturated. 


Your services are of such 
personal value that clients 
will appreciate them more 
than other banking services. 


Your income will never 
reach a stable yearly 
amount, but will continue 
to increase, if you keep get- 
ting new estates. 


You have the best chance 
of all department managers 
to rapidly increase the re- 
sources of your bank. 


Your work, if done well, 
will develop confidence in 
the public mind, which is 
one of the most important 
elements in the standing of 
your bank in the commu- 
nity. 


You may be the means 
of saving many an estate 
that would otherwise be 
dissipated in a few years 
after its creation. 














of standard and simple schedules or 
charges adequate for all ordinary 
purposes incorporated into the trust 
instrument has been found more sue- 
cessful than the quotation of ‘‘a rea- 
sonable ecompensation’’ which is an 
uncertain quantity for both the trus- 
tee and the trustor. 
{ An efficient administrative or- 
* ganization to speed up minis- 
terial acts at the minimum of expense 
is essential. Advanced methods of 
trust accounting, service audits, 
tickler systems, and administrative 
machinery, can materially cut down 
expenses, elevate the standard, and 
expedite the rendition of service. 


The recognition of moral as 
well as legal responsibilities. 
The suecess of any trust company is 
in exact proportion to the extent of 
publie confidence it enjoys. If it is 
rated as a company, like Cesar’s 
wife, ‘‘above suspicion,’’ there will 
naturally gravitate to it the best and 
most profitable business in the com- 
munity. To attain this enviable posi- 
tion is an outstanding success. 

These points constitute in my 
mind some of the principal elements 
of success in the conduct of a trust 
company. There are a number of 
others of importance but they are 
more or less subordinate. 

It seems to me that a trust officer 
should look upon his job as an Op- 
portunity. Of all officials, he is the 
one man in the town who can render 
personal benefit to individuals that 
may influence their whole lives. 
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Ca wow MAIL THIS MEMO ome 


THE SHAW-WALKER COMPANY, 
Bank Department, BM-6, Muskegon, Mich. 


Please send samples and prices on forms for the following 
departmental use 


Please quote us on forms attached in quantities noted thereon. 
Mr. Title 

Bank 

City and State 
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Transaction Ratios of Savings 
In 17 Commercial Banks 


This is a no- 
table article in a 
notable series on 


ars Transactions r Month 
bank administra- te 


wan ee Balance Per $1,000 
; ; eposl r Account ’ 
ti on by this posits e ‘ou. Per Account ef Balanee 
suthor. $ 84,000 $570.27 0.4 0.7 
173,000 213.55 0.3 1.6 
277,000 163.69 0.3 2.0 
481,000 66.00 0.3 4.2 
780,000 226.42 0.3 1.5 
978,000 405.85 0.2 0.4 
1,232,000 148.25 0.3 2.3 
3,176,000 583.38 0.4 0.6 
3,296,000 261.20 0.4 1.5 
3,441,000 440.81 0.4 1.0 
3,819,000 421.06 0.3 0.8 
3,947,000 335.00 0.4 ‘2 
5,261,000 584.00 0.4 0.7 
5,900,000 395.97 0.5 1.4 
17,025,000 383.79 0.3 0.9 
22,692,000 754.29 0.4 0.5 
28,949,000 835.47 0.5 0.5 If you would 
like to be notified 
bai . 
The Table Shows: when these arti- 
The number of transactions fluctuates but little. cles are published 
in book form, 
The lower the average balance per account, the greater the P ‘ 
number of transactions per $1,000. write to this mag- 
The largest average balances make the most profit for the azine now. 


bank. 


Deposit-building plans should center on increasing the average 
balances. 





Analyses and Policies to 


Make Savings Departments Pay 


The largest average balances. make the most money 


Work for larger balances rather than for more accounts 





a problems of administration 
and operation of the savings de- 
partment of a commercial bank are 
of a different kind and character 
from those involved in the commer- 
cial department. The difference oc- 
curs in the dissimilarity of the fol- 
lowing functions: 

1. Savings departments deal with 
time deposits whose aggregate is not 
subject to the fluctuations which 
occur in demand deposit aggregates. 

2. In current operating expenses, 
interest paid to depositors plays the 
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By H. N. STRONCK 


Senior Partner, H. N. Stronck & Co. 
Consultants to Banks and Bankers 


major role; in demand deposits, a 
much smaller role. 

Because of the very much smaller 
proportion of transactions per 
$1,000 of aggregate savings balances 
than per $1,000 of aggregate demand 
deposit balances, the operating ex- 
pense involved in handling these 
transactions, either as a percentage 


of gross income, or per $1,000 of de- 
posit balances, is far less for time 
deposits than for demand deposits. 

3. The type and diversification of 
assets into which savings deposits 
should be converted should vary 
from those into which demand de 
posits are converted. In such states 
as authorize the formation of pure 
savings banks, the types of assets into 
which the deposits may be converted 
are prescribed by regulations. 

The banking laws of some states 
specify that the assets into which 
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‘..And Now Those Accounts 
Are Making Money For Us!”’ 


EFORE you throw out so-called “unprofit- 
able” accounts, be sure you’ve done every- 
thing you can to cut the cost of handling them. 

Realizing the need everywhere for a more 
efficient method of endorsing checks, the American 
Perforator Co., manufacturer of check cancelling 
machines since 1910, has now perfected a check 
endorsing machine which enables the adding 
machine operator to endorse checks at the same time 
he lists them. 

During the past six months the new American 
Endorser has been in use in some of the largest 
banks in the country—and in some of the small- 
est. And everywhere bankers find that it not only 
eliminates the labor of hand- 
stamping, but actually speeds the 
listing. THE ADDING MACHINE 
OPERATOR DOES TWO JOBS 
MORE QUICKLY THAN HE 
FORMERLY DID ONE. 

Instead of turning the checks 
completely over as he lists them, 
and stopping every so often to 
stack the pile, he simply turns 
them half way over and drops them 


—and the Endorses does the rest, automatically 
stacking the endorsed checks in the same order 
they are listed. 

Banks are finding that this one saving alone 
often spells the difference between profit and loss 
on a number of their accounts. 

If you have not done so already, adopt a gen- 
eral endorsement (“Pay to Any Bank or Banker”) 
good for both clearings and transit, and endorse 
as you list—with an American. Besides the sav- 
ing in labor, you will get cleaner, clearer endorse- 
ments, every check will be endorsed—no “missed” 
checks, and you will be able to work right up to 
the last minute for clearings and transit. 

It’s the modern way, the safe 
way, the money-making way. At 
a cost of but 10c per day (based 
on the demonstrated life of the 
machine) you will save at the very 
least an hour’s labor per day—even 
if your bank is among the very smallest. 

Whatever the facts about your 
bank may be, get the facts about the 
new American Endorser. The cou- 
pon below will bring them to you. 


Cut Check Culsditing Expense, Too— 


Pins and clips concealed in checks too often 
dull, bend or break perforator needles. 
American needles are 55% stronger than 
ordinary perforating machine needles, yet in 
addition to this additional strength any 
clerk can easily and quickly install new 
American needles in the American No. 


ing machine is at the factory for repairs. 
If your machine is punching illegible can- 
cellations—wasting the time of your oper- 
ator and everyone all down the line—replace 
it with a machine where your clerk can re- 
place the needles. 
Just send us a sample of the perforation it 


22 or larger models. 

Don’t be handicapped by having to revert 
to old-fashioned methods of hand-cancel- 
lation every so often while your perforat- 


makes—that’s all we need. We'll quote you 
a liberal trade-in offer for a new American 
that will put an end to your perforator 
troubles. Use the coupon below. 


*“The Modern Way Is the American Way”’ 


AREREACAR 


"EN DORSIANG CANCELLING. 
THE AMERICAN PERFORATOR CO. . CHICAGO . NEW YORK . SAN FRANCISCO - Established 1910 
AMERICAN PERFORATOR CO., 611 W. Jackson Bivd., Chicago, Ill. wm 


Please send me, without obligation, complete details on () The new American Endorser, and the ) Hand, () Foot-Power, () Automatic Electric Per- 
foratore, © with a ( Quotation on your trade-in allowance on our old perforating machine, a sample impression of which is enclosed herewith. 
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savings deposit funds 
are converted be 
physically separated 
from the other assets. 
Some regulating 
bodies, therefore, 
have deemed it a wise 
measure to place add- 
ed safeguards around 
the funds of savings 
depositors. 

In states where 
such regulations do 
not exist, it has not 
been a general prac- 
tice, on the part of 


i. 
ear 


DAILY VARIATIONS 


NUMBER OF * SAVINGS ITEMS 


(9 AFTER HOLIORY” 


{SAVINGS DEPOS ae 
) 000 fee 
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commercial banks 
‘“‘Peak’’ days are 
usually Saturdays, 
Mondays, days after 
a holiday and the 
mid-month period. 
It will be observed 
that there is a tre. 
mendous variation ip 
the amount of work 
imposed upon the 
personnel between 
such ‘‘peak’’ days 
and other days. 
Given, therefore. 
equal efficiency per 


commercial banks individual employee, 
operating savings de- equal methods of 
partments, to distin- ii : a handling transac. 
= , a DAYS Of 8S 48 67 9 1011 17 13 141617 B 192021 25 2428 BET Bo . 
guish between these DAYS of 8 + #* ae ae tions, and equal aver. 
funds and commercial Si age salary per em- 
deposits in their con- ployee, then the 
version into earning operating cost per 
assets. transaction is largely 


4. The savings de- 
positor is usually not 
a borrowing customer, 
hence savings de- 
posits represent large- 
ly an accumulation 
of funds in a com- 
munity, of which funds but a very 
small proportion are utilized for 
loans to savings deposit customers, 
outside of prime real estate first 
mortgages, for the development of 
individual housing projects. 


MONTH ¢ 


Profitable Savings Accounts 


Assuming equality in the base 
rate of interest paid and its method 
of caleulation, and the same rate of 
income on the assets into which the 
savings funds are converted, the 
factor which affects the comparative 
operating profit of savings depart- 
ments is the number of transactions 
per $1,000 of aggregate savings de- 
posits during a definite time interval. 
Under equal degree of cost efficiency 
in handling a transaction, it is this 
transaction ratio which governs the 
relationship of operating expenses, 
(such as salaries, supplies, rental for 
space, ete.) per $1,000 of deposits. 

Note the study reproduced here of 
the transaction ratios of savings de- 
partments of commercial banks in 17 
banks ranging in size of savings de- 
posits from $84,000 to $28,949,000 and 
of a wide geographical distribution. 

It is interesting to observe that 
the number of transactions per ac- 
count per month is subject to but 
little fluctuation, regardless of the 
size of total savings deposits or of 
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the average balance per account. 

However, the lower the average 
balance per account, the greater is 
the number of transactions per 
month per $1,000 of aggregate sav- 
ings deposits. 

It is self-evident, therefore, that, 
other things being equal, the most 
profitable savings departments are 
those with the greatest average per 
account. Deposit building. plans, 
therefore, should center on increas- 
ing the average balance per account. 


Daily Fluctuations In Number 
of Transactions Handled 


The accompanying chart reflects 
the daily variation in the amount 
of activity as represented by the 
number of deposit and withdrawal 
transactions handled by three 
typical savings departments of three 


dependent upon the 
manner in which the 
personnel is ‘‘mobil- 
ized’’ for ‘‘peak’’ 
days and for low ace- 
tivity days. 

It is obvious that 
if the number of personnel of a de- 
partment is organized on a “‘fixed 
departmental plan’’ that the tend- 
ency is to provide sufficient per- 
sonnel to handle the ‘‘peak’’ day 
load and that then only a small part 
of the time of this personnel is 
utilized during the other days. It 
is this difference in the method of 
‘‘mobilizing’’ personnel which ac- 
counts, to a great extent, for the 
tremendous variation in the average 
number of transactions handled per 
employee. 

The following is a comparison of 
this factor in 13 typical savings de- 
partments : 
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Man 1y of your customers 
will be going —— 
abroad this 
summer 


alee thier ond aie 


S your New York bank, The 

Equitable Trust Company 

offers you the facilities of an 

international organization for 

handling your customers’ busi- 

ness and personal financial needs 
all over the world. 

When requiring any foreign 
banking service, call or write 
our local representative who is 
in constant contact with The 
Equitable’s main office in the 


j center of financial New York. 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 
11 BROAD STREET 


Ratpx B. Wexts, Manager, Chicago 
105 South La Salle Street Telephone: State 8312 


DISTRICT REPRESENTATIVES: 
Baltimore + Philadelphia * San Francisco + Atlanta 
Foreicn Orrices: 
London - Paris - Mexico City 


Equirasce Eastern Banxinc Corporation (Subsidiary) 
Shanghai - Hongkong - Tientsin 





Courtesy of the Cunard Line 


Home Office: 11 Broad Street, New York, connected 
by direct private wire with Chicago Office. 


Total resources more than $550,000,000 


MM ET 


© £.T.C. of N.Y., 1920 
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Standard Diversification of Savings 
Deposits for a National Bank 


Cash in vaults 
Due from banks @ 2% 
Prime first mortgages @ 6% 


Loans secured by marketable collateral @ 5% 
Loans secured by prime local collateral @ 6% ........... 


U. S. Government securities @ 334% 
High grade marketable bonds @ 5% 


Interest income from above assets 
Direct operating expenses 

Fund conversion expense 
“Institutional” expense 


| Per Cent 
of Savings 
| Deposits 


1 
2 
3 


Income 
$178,500 


21,880 


Profit margin to provide for payment of interest, losses, 


taxes and net profit 


On a314% base, the net interest paid would be 


121,300 


Profit margin to provide for losses, taxes and undivided profits $ 35,320 





tered in such departments as were 
organized on a normal fixed-crew 
basis, for normal days of activity. 
On ‘‘peak’’ days, this personnel was 
increased by transfers from other 
departments as needed. 


Amount of Interest A Bank Can 
Afford To Pay 


Outside of efficiency of operation 
in the handling of transactions and 
the resultant cost, there are two 
variables involved: 

1. The base rate of interest paid 
and the net rate. 

This net’ rate varies with the 
method employed in calculating in- 
terest on a given base rate. 

That there is a great variation in 
methods of calculating interest 
credits on the same base rates is 
evidenced by the fact that the net 
rate on average aggregate savings 
deposits on a 3% base has been 
found from as low as 2.2% to as 
high as 2.95%; on a 4% base from 
as low as 2.9% to as high as 3.9%. 
Much need yet be accomplished in 
standardizing methods of computing 
interest credits at various base rates. 

2. The average rate of income 
on the funds into which the savings 
deposits are converted. 

This varies with the diversification 
of the earning assets by kinds and 
the money rates on the various kinds 
of assets. 

In many commercial banks operat- 
ing savings departments, no dis- 
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tinction is made in policy or type of 
asset between savings fund and 
other fund conversion. It is difficult 
in such banks to determine the 
amount of interest income which 
should be eredited to the savings de- 
partment. 

Fund conversion policies for sav- 
ings funds vary at different banks. 
The factor of outlet for savings 
funds investment are subject to 
variation in different localities. 

It is generally coneeded, however, 
that little (or preferably no) savings 
funds should be converted into un- 
secured local loans, and but a small 
proportion into local loans secured 
by local collateral. 

A major source of conversion, it is 
generally conceded, should be into 
prime first mortgages on local prop- 
erties. In fact, the amended Na- 
tional Banking Act of 1927 provides 
that ‘‘up to 50% of savings deposits 
may be converted into legal first 
mortgage loans. 

Study the table which represents 
a standard diversification or savings 
deposits of a national bank, in which 
is given due consideration to local 
loan demand conditions. From this 
is ealeulated the economic rate of 
interest which this bank can afford 
to pay on savings deposits and per- 
mit a legitimate rate of profit. 

The annual rate per $100 of de- 
posits is $1—which is conceded to 
be the minimum rate of profit com- 
mensurate with safety of deposit 


This Analysis 
Shows 


- A 4% base rate is too high. 


To pay 4%, safety would have 
* to besacrificed in investments, 


Or there would have been no 
* adequate profit for the bank. 


funds and legitimate earning power 
requirements. 

In this instance it was shown by 
this analysis that the 4% base rate 
was too high for the bank to both 
invest the savings deposits into types 
of assets suitable for such require- 
ments and leave a fair profit margin. 

This bank could have shown a 
satisfactory profit rate on a 4% base, 
but to do so, it would have been 
necessary to invest a substantial pro- 
portion of its savings deposits in 
types of assets of a yield so high 
(under the money market conditions 
existing at that time) as to make 
them unsuitable for the investment 
of such funds under a well-balanced 
and sound investment program. 


Vault Managers Should 


Know— 


The power of a deputy is the same 
as a ‘‘power of attorney.’’ The 
power of attorney dies when the 
party creating or appointing him 
dies. Therefore, the power of 
deputy dies when one or more of the 
renters die. 

In appointing a deputy, all the 
joint renters must agree on the ap- 
pointment and all must sign the 
deputy card to that effect, and by 
doing this, they make themselves 
responsible for the acts of the deputy. 

When the deputy resides outside 
of the state, insist upon a notary 
acknowledgment to his signature. 
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All Related Records 


written and posted in one operation 


"THERE is probably no department in 

your bank where the bookkeeping 
requirements are so exacting as in the 
Loan and Discount Department. That's 
One very good reason why the Reming- 
ton 23 Front Feed Bookkeeping Machine 
will meet your individual needs with less 
effort and cost. 


records are written and posted in one 
operation. Notices, ticklers and register 
sheets are written and added simultane-. 
ously. Direct, indirect and commercial 
liability ledgers are posted, balanced, 
and automatically proved. 


Accounting Methods Folder No. 10 con- 


tains interesting data on the Remington 
Installation in a well known Bank. Ask 


Remington methods bring simplification, 
us for it. 


speed and unfailing accuracy. All related 





Remington Accounting Machine Division 


Remington Rand 


BUSINESS SERVICE Inc 


Buffalo, N. Y. 
Sales Offices in all Principal Cities 


Remington Rand Business Service Inc., 
Remington Rand Building, Buffalo, N. Y. 
Send me Accounting Methods Folder No. 10. 
Name — ; Firm__ 


Address 








State 








BM4 
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This is an 
age of 


Change 


URING the past few decades 
there has come about a tremen- 
dous alteration of business practice. 
These changes have seldom been an- 
ticipated even by the most visionary 
of men. In fact, a great deal of plain 
every day good luck has entered into 
any number of cases where fortunes 
have been realized as a result of im- 
provements. 

Yet despite this, we can profit to 
some extent now on the experiences 
of those who pioneered our business 
enterprises. We can do something 
which our forefathers were unable 
to do; examine facts of the past and 
translate these into practices of to- 
day. 

Because of this advantage, we have 
little excuse for business failure, for 
being asleep, unaware of conditions, 
or for failing to take the necessary 
steps to head off trouble before the 
critical stage has been reached. 

We Americans are the world’s 
greatest optimists and we need not 
offer any apologies for our self-con- 
fidence. The strides we have made 
during the past few years have more 
than justified any pride we exhibit. 
It’s nothing short of wonderful that, 
as a group, we have not become arro- 
gant. 


Failures Always Imminent 


However, it is pertinent to point 
out that with all of our good quali- 
ties, we are not superhuman. We do 
make mistakes, costly ones at times, 
and these mistakes generally result 
in business failures; sometimes in- 
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Crystallized Ideas=F ailure 












By LUTHER D. THOMAS 


President, Fidelity Trust Co., Detroit, Mich. 


Banking Changes 


Every employee is now a 
salesman instead of a clerk. 


Each one is either selling or 
unselling your institution. 


The successful banker now 
is friendly, alert—he says 
‘no’ with a smile and makes 
customers like it. He’s a 
salesman. 


B ee site \ babe, 
susiness Changes 


Business is now keen and 
aggressive. 


It is constantly seeking new 
outlets. 


It is inventing new devices 
and better methods. 


Initiative is everywhere in 
business. 


And that means constant 
change. 









Jules Verne was 
ultra-conservative 
compared to 
imaginative busi- 


ness men of today 





dustrial failures through which 
whole sections of the country suffer, 

Right at this time there are several 
great industrial units which are 
floundering in the back wash of the 
flood of American advancement 
largely because they did not read the 
handwriting on the wall. There came 
a time in their careers when changes 
of business procedure were necessary, 
but they didn’t change. 

Their businesses were built on ar- 
bitrary rules of procedure, no al- 
lowance being made for innovations, 
no consideration given to the fact 
that arbitrary rules are very much 
like high stone walls: They may 
isolate and protect you from en- 
eroachments but it is just as hard 
for you to get out as it is for the 
other fellow to get in and the time 
is almost sure to come when you will 
want to break loose in a hurry. 

Twenty years ago the traction 
magnates of the country were in 4 
strong financial position. Mr. Opper, 
the celebrated cartoonist, used to de- 
light in picturing these overlords of 
transportation as corpulent gentry, 
heavy jowled and arrogant, sporting 
diamonds and silk hats. The coal 
barons came in for their share of 
opprobrium at about the same time. 
The poor bankers were treated 
shamefully, the textile kings and 
pork packers received their share of 
abuse. 

Then came a sudden reversal. The 
automobile, a dubiously regarded at- 
ticle at best, began to appear in in- 
creasing numbers. Franchises which 
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Buyers and Advertisers are Profiting from the 


SERVICE GUIDE 
SECTION 


OF. THE 


BANKERS DIRECTORY 


ERE is a complete and convenient subject index of 
everything a bank needs in the way of service, equip- 
ment and supply. 


Every leading house is listed, without charge, under appropriate 
classification, and this section gives every banker a broad field of 
inquiry and of choice for every item of his requirements—-instantly , 
and permanently available. 


A Purchasing Department for the smaller bank 


An Indispensable Purchasing Department 
Facility in the larger bank 


Many banks “follow through” by using the Rand M¢Nally re- 
search facilities in connection with their purchases from the Guide 
Section. We handle thousands of banker inquiries and will give 
prompt and careful attention to yours. 


To the Dealer and Manufacturer: A limited amount of | 
display space is still unreserved in this classified guide for | 
+the Bank Purchasing Officer. Coverage and permanence }> 
considered, the rates are decidedly attractive. The July 

1929 edition is now in the making. Write us for full details 


‘mea Publishers of B Bank Publications in the World 


536 S. Clark Street 150 Nassau Street 
Chicago New York 


Readers will confer a favor by mentioning THE JUNE, 1929 BANKERS MONTHLY when writing to our advertisers 








had previously been regarded as a 
sure road to wealth suddenly became 
a drug on the market. In most of 
the American communities, the hard 
hearted officials refused to concede 
additional fares, a street car ride 
was worth a nickel, no more. Many 
failures were inevitable. 


The Business Survives That 
Modernizes 


It is interesting to note that most 
of the companies which have sur- 
vived, spent a large part of their 
earnings on improvements and neces- 
sary extensions. They held the good 
will of their communities and suc- 
ceeded in getting fare increases com- 
mensurate with the new scale of 
eosts. 

Now there is a veritable mania for 
mass production. According to first 
evidences, this one thing was going 
to upset all precedent, to bring about 
a permanent change in the whole in- 
dustrial line up. No one, it seemed, 
ever considered that there were any 
limits to which productive effort 
ecould go. Mass production became 
the manna for the businesses in the 
wilderness of doubt. 
duction alone is one 
of the factors that 
make business good. 
That it has been a 
highly salient factor 
cannot be denied, yet 
would we not be 
violating the first rule 
of modern business 
practice if we made 
it a fetish? 

Regardless of ap- 
pearances, we must 
be cautious about one 
thing,—cerystallized 
ideas. A simple little 
philosophical idea 
that all knowledge is 
suppositional, based 
on premises and sub- 
ject to considerable 
change doesn’t hurt. 
It helps to maintain 
balance, to keep the 
brain active and in- 
quiring constantly in- 
to the eternal whys 
and wherefores. 

When a man re- 
marks that London is 
the capital of Eng- 
land no one is likely 
to question him. It 
eis a pretty well es- 
tablished fact. But 
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But mass pro- 


if he says that the Metropolitan 
Tower in New York is the world’s 
tallest office building you pity his 
lack of information. Yet up until 
the time the Woolworth building was 
erected, the Metropolitan Tower was 
the recognized cloud scraper. 

Facts of this kind change. Busi- 
ness facts, based on ephemeral con- 
ditions change even more. In this 
day of rapid and mammoth consoli- 
dations it requires no little courage 
to hazard a statement as to the 
world’s largest bank. 

What is true of simple and some- 
what elemental facts is far more 
true of business facts, those on which 
we depend for our daily stipend. 
We know for one thing that people 
like to be treated courteously and 
tactfully. This is an age of con- 
centrated sales effort and it is not 
in the book that any salesman ever 
became rich through indifferent and 
rude methods. On the contrary, it 
would seem to be better practice to 
be friendly and interested. 


Every Employee Is A Salesman 


Every employee of a bank or trust 
company who has any contact with 


The Key To Sound Banking 


By W. L. PETERSON 


President, State National Bank, 
Denison, Texas 


1. The almost-invariable cause of bank 
failures is the result of mismanagement. 


2. The depression following the World 
War unmercifully exposed the unsound and F. 
incapable bankers. 


3. Scientifically-operated banks prosper, be a 


and only those banks which are managed in 
a haphazard and unscientific manner are 
forced to close, re-organize, or undergo 
stockholders’ assessments. 


4, Fatal embezzlements practically always 
take place in banks that have already be- 
come involved, and seldom, if ever, happen 
in truly well-managed institutions. 


5. The time is appropriate for the bank- 
ing fraternity to crystallize standard princi- 
ples of bank management more definitely 
and specifically than ever before. 





the public is a salesman. Whether 
you know it or not, he or she js 
either selling your institution or yp. 
selling it. The iron visaged hanker 
of yesteryear has passed into limbo, 
He doesn’t belong to the present 
order of things. His place has been 
assumed by a friendly, yet alert man 
who can say no, smile and make you 
like it. That’s salesmanship per. 
sonified. 

Failures can generally be attrib. 
uted to two causes, mismanagement 
and lack of capital. Of course, there 
are other reasons but mismanage. 
ment easily heads the list. And mis. 
management is due, nine times out 
of ten, to poor vision coupled with 
very poor salesmanship. 

Let us cite an example of a more 
or less homely type. Mr. G. opens 
up a notion store in a suburban com- 
munity. His is the only store and 
because of the convenience it affords 
it does very well. But unfortunate. 
ly, Mr. G. is rather nasty tempered, 
quick to take advantage in a sale 
and his patrons are really made up 
of people who cordially dislike him. 
He goes along in spite of this until 
competition sets in. Mr. X. opens 
a store on the other 
side of the street. He 
is just as efficient as 
Mr. G. and a lot nicer 
to the trade. There 
is just one ultimate 
result, Mr. G. goes 
out of business or 
fails. That’s element 
number one, let us 
say, the prime ele- 
ment. 

But in the course 
of a short while Mr. 
opens up in Mr. 
G’s old stand. Now 
this man F proves to 
real go-getter. 
He has all of the 
pleasing attributes of 
Mr. X but he goes 
farther. He studies 
the wants of his cus- 
tomers. He combs 
the wholesale market 
to find oddities that 
sell quickly. His 
store becomes 4 
bazaar, eventually a 
neighborhood depatt- 
ment store. Not only 
does he encroach con- 
siderably on Mr. X, 
but he actually takes 


(Continued on page 58) 


BANKERS MONTHLY JUNE 1929 


2 eT ere 


ee 





 §8,2.00,000 
Deposit Increase 
in 90 days! 


The deposits of the’ State Bank of Chicago 
increased from $59,437,000 to $67,649,000 be- 
between February 15th and May 15th. 


The Trust Department received 
181 Wills totalling . $23,809,000 
89 Insurance Trusts - 5,879,000 
20 Living Trusts . 2,623,000 


Furthermore, they secured 498 desirable Real Estate Loans. 


in a difficult loan market, totalling $1,078,000; and 560 Safe 


Deposit Boxes were rented. 


The above figures include only new business secured 
directly by the Bank’s own personnel in a campaign con- 
ducted by us—WITHOUT using merchandise, solicitors, 


souvenirs, printed matter or advertising. 


Your bank can use this effective method of securing profit- 
able new business. The plans are adapted to fit local con- 
ditions and to conform to bank policies. 


Why not ask us to explain—by mail—how these plans 
would operate in your bank? You will incur no obligation 
and no representative of ours will see you until you are 
ready to see him. 


But write us NOW so we can 
give priority to YOUR inquiry 


T. HARRIS SMITH ASSOCIATES, Inc. 


231 South La Salle Street 123 South Broad Street 
Chicago Philadelphia 


Readers will confer a favor by mentioning THE JUNE, 1929 BANKERS MONTHLY when writing to our advertisers 
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of Cleveland 


A 39-year-old bank with 
$6,000,000 capital and 
surplus; centrally located 





in Cleveland and in the 
middle west; in the home 


of the Fourth Federal 
Reserve Bank. 
































Atow me to tell you that I think that 
you are putting out a REAL bankers magazine. 
The kind of articles and the way that they are 
arranged, makes it so that much good may be de- 
rived from them. 


C. C. CHANDLER 


President, First National Bank, Cassville, Missouri 





Central National Bank 
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A Practical Investment Pla, 
(Continued from page 18) 


1. Short-term revolving fund 
(Maturities from 1 to 5 years, 
2. Highly marketable long tery 
issues. 
3. Sound marketable investments 
A short-term revolving fund, con. 
posed of securities maturing frop 
one to five years, is one of the bes 
assurances against security pric 
fluctuations. Short-term issues rp. 
main relatively stable in price under 
even the most adverse conditions, 
Highly marketable,  long-tery 
bonds possess characteristics which 
make them very desirable as a direet 
supplement to the short-term revoly. 


ing fund. Although it may not be § 


possible under all conditions ty 
liquidate a large portion of this 
group on short notice without serious 
loss, it ordinarily will be possible to 
de so, and such bonds possess ele. 


ments such as possibilities of market J 


appreciation which are lacking in the 
other group. 


The remainder of the secondary f 


reserve should be placed in sound 
marketable investment issues. It 


is possible in this group to secure § 


a higher average income return in. 


asmuch as a high degree of market- | 


ability here ceases to be a prime con- 
sideration. At the same time, a sub- 
stantial percentage of this group, if 
originally purchased from a strong 
underwriting house in a position to 
maintain good markets, could also 
be liquidated in case of necessity 
without serious loss or even at 4 
profit, due to market appreciation. 


The division of the secondary re- 
serve account into the three groups 
indicated should make it a direct and 
effective supplement to the primary 
reserve. In addition, it makes pos- 
sible the most profitable utilization 
of the bank’s earning assets cor- 
sistent with the interests of all con- 
cerned—depositors, local business 
and stockholders. With a primary 


and secondary reserve constituted [ 





along the lines above suggested and f 


with any additional liquidity which 


there may be in some of the local [ 
loans and discounts, the bank should 
be in a position to meet any demands | 


on it short of actual liquidation of 
its total assets. 


A death notice in the daily papers 
does not constitute a legal notice in 
the opinion of the leading managers 
and attorneys. 
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Trade 


80 FAST, 


SO VERSATILE, ; 


SO 


tt has won 
preference 
everywhere... 


The new Century 
Protectograph 


Tue new Century Protectograph is built 
for speed. It is surprisingly versa- 
tile... . Its easy operation and fine 
balance distinguish it immediately as a 
different kind of check writer. Business 
throughout the country has given this 
latest Todd machine a very enthusiastic 
reception. Over seventeen thousand new 
Centurys have been sold in twelve months. 
The universal acceptance of the new 
Century Protectograph is evidence of how 
thoroughly this rapid, adaptable, new check 
writer has met every modern business need 
for such an appliance. Its quick visibility, 
its finger-touch control, its perfect work, its 
handsome, sturdy businesslike appearance—are all 
new features doubly welcome at such a moderate price. 
Have a Todd representative demonstrate this hand- 
some, fast new Protectograph in your own office. Test 
its speed on your own checks. Try out its easy adapt- 
ability to practically any business form you want 
amount-written. There are many desirable possibili- 
ties in the new Century. See what attractive prefix 
characters can be made of your trade-mark or business 
symbol to add unique advertising value to your checks. 
You must actually see and try the splendid new 
Century Protectograph to realize what a value it is— 
to understand what new standards of performance it 
establishes for a moderately priced check protector. 
The Todd office in your city will send a representative. 
Or mail the coupon for complete information. The 
Todd Company, Protectograph Division. (Est. 1899.) 
Rochester, N. Y. Sole makers of the Protectograph, 
Super-Safety Checks and Todd Greenbac Checks. 
Because Todd users qualify as preferred risks they enjoy 


discounts of from 25 to 60% of standard premiums for 
forgery insurance. 


LASTLY OPERATED 


Trade-in allowance 


Todd representatives appraise old check writers fairly 
because Todd Protectographs are priced fairly.. An 
extravagant allowance for your old check writer could 
be possible only if the new machine had an inflated 
price and an excessive selling margin. The most impor- 
tant thing to you is not what you are allowed for your 
old check writer . .. but how much actual value you get 
in the new one for the dollars you invest. Before you 
buy any check writer, safeguard your investment by 
comparing its performance and reputation with those of 
a Todd Protectograph. 





THE TODD COMPANY 6-29 
Protectograph Division 
| 1137 University Ave., Rochester, N. Y. 
Please send me further information about the new Century 
Protectograph. 


Name 








Address 





Business 











TODD SYSTEM 


Mark 


OF CHECK PROTECTION 


Readers will confer a favor by mentioning THE JUNE, 1929 BANKERS MONTHLY when writing to our advertisers 
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(i CHICACO TRUST COMP, | 








IT 

EVER 
OCCURRED 
TO 

YOU 

That you 

Can 


Make our 











Service 
To you 
Your | 

Service to 
Your 


Customers? 






We invite 


Inquiries. 


CHICAGO 
TRUST 
COMPANY 












LUCIUS TETER JOHN W. O’LEARY 
Chairman President 
CHICAGO 




































Savings Losses Disclosed 
By This Simple Analysis 


By WM. B. BOSWORTH 


Manager, Service Department, Peoples Trust and 
Savings Bank, Chicago 


OST savings departments use a 

daily report form, but since no 

two banks use the same, a suggested 

form is illustrated here as a basis for 
discussion. 

‘‘Where do we stand today?’’ 
This is the first thing we want our 
statistics to tell us. What is the 
total amount on deposit? What is 
the total number of open accounts? 
What is the average balance per ac- 
count ? 

The first part of this suggested re- 
port blank will give the answers. 


Savings Department 
TODAY 

Total Deposits 

Total Accounts 

Average Balance 


CUMULATIVE 


Today July 1928 

Deposited 
Withdrawals 

NET 
Accounts opened 
Accounts closed 

NET 
Initial Deposits 
Average 
No. L’ge Withdr'ls - 
Am't L’ge Withdr'ls 











Today 


Deposits 
Withdrawals . 
Checks and drafts _- 
Checks cashed 
Interest credits 
TOTAL 


Opened in month of_....--. 
Type 






End of 12 Months 


DAILY REPORT 


A YEAR AGO 


July 1927 


NUMBER OF TRANSACTIONS 
Cumulative 
For Month 


MONTHLY PROGRESS OF NEW 


July Aug. Sept. Oct. Nov. Dec. Jan. Feb. Mar. Apr. 
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But we are a going concern and 
we want to know which way we are 
eoing—and at what rate of speed, 
Since the savings business is subject 
to definite seasonal changes, the best 
comparison of today’s standing js 
not with yesterday’s position or with 
figures of some day last month, but 
with our standing on the correspond- 
ing day of last year. The percentage 
of loss or gain clearly indicates our 
‘“‘rate of speed.”’ 

Since deposits are the life blood 
of our business, we should know how 















-1929. 
GAIN OR LOSS % 


Close of Business _-- _--- 








CUMULATIVE 
1928 1927 





Gain 


or Loss 
















TYPE OF NEW ACCOUNTS 
Today Cumulative 
For Month 


$500 and over 
$499 down to profit line 
Below profit line 


A 
B 
c 
A 
B 
Cc 


ACCOUNTS 
Numbered 





June 


Originally 
A 2G 
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nnouncing 


The “CONSERVATION” Plan 
of Bank Advertising 


HE outstanding subject in the news of the day is conservation! 
Conservation of natural resources, of credit, of the individual’s 
funds. It is a subject which touches every person. 








Timely Advertising | 


Because conservation is so closely tied | Th 

; . ; e 
up with the public welfare and the public 
interest, The Collins Service has devised CONSERVATION Plan 
a plan to enable banks to take full advan- ’ oe 

€3 d na dial auastiel is designed to re-establish in the 
tage of it, and to give to t ™ a vertising public consciousness the wisdom 
that most valuable quality—timeliness. of 


sound investment instead of try- 
Suitable for Any Bank 


ing to get rich over night through 
blind speculation ; 
; intelligent spending with loéal 
The first banker who saw this plan 
immediately secured it for his city—pop- 
ulation 177,000. The second banker who 
took it is in a town of 3,928; the third is 


merchants, instead of going far 
afield for “bargains” that are often 
only a waste of money; 

having a substantial bank 
account as a primary financial 





objective before becoming con- 
cerned about other financial ven- 
tures or means of investment. 


in a town of 15,908; the fourth a popula- 
tion of 316,786. It is just as suitable for 
cities of greater and towns of less popula- 
tion. 











att ate at a te tt at ta 


The CONSERVATION Plan is a successful attempt to do the thing that 
every bank advertising man is constantly striving for—presentation of his bank’s 
service from a new angle. 


Don’t wait until another bank in your city secures this plan. Find out at once 
what it is, and what it costs. You’ll be agreeably surprised. 


THE COLLINS SER VICE, PHILADELPHIA 
Main Office: 1518 Walnut St. -:- Production Plant: 226-240 Columbia Ave. 


MAIL THE COUPON TODAY 


THE COLLINS SERVICE, 1518 Walnut St., Philadelphia, Pa. 


You may send me information in regard to your CONSERVATION Plan. 


PRESS SP OHK EEO KDSEHSSHS ESHA MHSSHSSSHSES KOKO HHSHSCSSEKSKEECHKRKHECHHKERKSESH SSAC HEKESCCSEC CEO KGEEE OE AEOBEODEGSO OHO 


OFFICER’S NAME ADDRESS 
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Duilivideddiey ™ in your pub- 


licity 


will mark your bank as being 
progressive 

Let us submit samples and quote prices 
on our special “Bank Cut-Out” Calen- 
dar. For full particulars write 


THE JOLIET CALENDAR COMPANY 


Printers and Calendar Makers 
JOLIET, ILLINOIS 





























Increase 
























































are even greater. 


Only about 20% 
banks. 












































Banking by mail is destined to 
become as important as the Christ- 
mas Club and its profit possibilities 


of the people use 
Get your share of the 
accounts of the other 80%. 


To get these accounts, you must make 
it easy for everyone to use your bank. 


Deposit Accounts 


By this simple system 


Announcing 


A Banking-By-Mail Service 


The easiest way to get new depositors 
The cheapest way to handle accounts 


The New Round-Trip Safety 
Envelope 


This invention makes it easy, inexpensive, 
and fascinating to send deposits by mail. It 
brings the passbook, deposit slip, and mone 

from the customer and returns the nate om | 
to the customer. 


You must see a sample of this envelope to 
appreciate its value. It is not a double 
envelope. It has a patented double flap that 
makes a clean, neat package for both trips. 











608 S. Dearborn St. 


If you offer banking-by-mail facili- 
ties, you have removed about 50% 
of the reasons why many do not have 
bank accounts. 


This advertisement is published to 
let you know that facilities are now 
available without any thought or 
planning on your part. 


Everything needed for banking by 
mail can now be had at very low 
prices. These include the following: 


Banking-By-Mail Supplies 


. Mailing pieces explaining to your prospects 
the advantages and the procedure, which 
is all you need to mail to get banking-by- 
mail accounts. 

. Mats of advertisements for your local 
newspapers. 

. Round-trip envelopes—the most impor- 
tant invention since the window envelope. 

. Banking-by-mail deposit slips. 

. Banking-by-mail withdrawal slips. 

. Banking-by-mail signature cards. 

. Banking-by-mail passbooks. 


WRITE TODAY FOR: 


Samples of Round-Trip Safety Envelopes and 
* all other needed supplies for a complete bank- 
I Sccges campaign. 
2 tions for enlarging your business with 
* ing-by-mail accounts. 


What The Patented 
Envelope Does 


Your inquiry places you under no obligation. 


Readers will confer a favor by mentioning THE JUNE 


The Inland Compan 


1. It encourages mail deposits. 
. It saves expense. 


. It saves the time of addressing a second 
envelope. 


. It provides work for clerks at times when 
there is little else to do. 


. It secures new depositors that could not 
be had in any other way. 


. It establishes the good habit of regular 
deposits. 


. It encourages thrift in the community. 
. It makes every mail box a teller’s window. 


See how 
easy it is 
to use. 


Chicago, Illinois 
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much is coming in and going oyt 
and what our net gain or loss jg 
Today's net is of small importance, 
but the cumulative net for the corre. 
sponding period of the year before 
is valuable information. And the 
comparison between this vear to date 
and preceding years to the same date 
indicates a very definite trend of 
conditions. 


Are You Gaining In Number 
of Accounts? 


Turning now to ‘‘number of ae. 
counts,’ we should know whether 
we are gaining or losing—and why, 
If we are gaining, is it because we 
are getting more new accounts or is 
it because fewer are closing? 

These statistics are essential to 
those charged with the management 
of our new business efforts. They 
are valuable also in analyzing the 
effectiveness of our cultivation mate. 
rial. We must have new depositors 
for all our present ones must leave 
us sometime. 

The next items on the daily report 
form are ‘‘initial deposits’’ and av- 
erage.’’ These figures are included 
so that we may know the general 
type of new business being secured 
and the cumulative figures enable us 
to compare our current performance 
with the past. 

These statistics should serve us as 
a valuable guide in estimating future 
performance for they indicate which 
months bring us the larger number 
of new accounts and which months 
produce average initial deposits. Per- 
sonally, I believe that banks should 
have additional statistics on ‘‘Type 
of new accounts.’’ 


Who Make The Large 
Withdrawals? 


By keeping a record of the number 
of large withdrawals and their vol- 
ume in dollars, we learn to what ex- 
tent our deposits are going into in- 
vestment channels; and if we have 
an investment department, we should 
know what part of these funds is 
safely invested under the guidance 
of our bank and what part goes else- 
where. Since in commercial banks 
investment departments are usually 
good ‘‘dividend payers,’’ progres- 
sive bankers today are watching these 
particular statistics carefully and 
are adopting policies to meet the 
situation. 

In my opinion, every savings 
bank or department should make an 
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NEW ENGLAND 
has always surmounted obstacles— 


HE industrial history of New 

England is punctuated by a 
series of migrations. The iron and 
steel industry, nurtured here, grew 
up tomove away. But New England 
stuck to its task and new industries 
came flocking in volume more than 
sufficient to offset the loss. Again the 
Pied Piper played to paper and rub- 
ber, native Yankee industries, and 
led a share of them to other sections 
of the country. Yet in the face of this 
adversity the value of New Eng- 
land’s manufactured products has 


grown nearly sixfold during the past 
forty-five years. 

New England is humming at its 
work today. Of 348 separate indus- 
tries listed in the last United States 
census, 217are located here. And this, 
the oldest manufacturing center in 
the country, offers amazing oppor- 
tunities to new enterprises today. 

To find out what you want to 
know about business opportunities 
in New England, you need only 
communicate with its oldest and 
largest bank. 


“FIRST 


NATIONAL BANK of 
BOSTON 


1784 * 


* 1929 


CAPITAL & SURPLUS $50,000,000 


New England rs Largest Financial Institution 
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UNUSUAL SERVICES OF A NEW YORK BANK 


. Check the 
Bridegroom 


e ees Hurry!” 






¢ | HE PRESIDENT of a Western bank had a 
daughter who fell in love with a lad from 
the East. 


Before the father realized it, the young couple 
were about to be married. Desiring to know more 
about his prospective son-in-law before it was too 
late, the banker communicated with us in an en- 
deavor to obtain some information. 


wel One of our officers stationed himself at a long- 
A TRUE STORY distance telephone and through confidential 
of an unusual service sources in the boy’s home city learned of his fi- 


performed by the nancial, social, and educational background. 


National Park Bank wie ji : 
for one of its corre- Within a few hours, favorable information was 
spondents. reported to the Western banker and the wedding 
proceeded. 
& 


For ordinary facilities, most banks are 
equal. It has been through unusual serv- 
ices that the National Park Bank has 
distinguished itselfas abank for bankers. 


Che National Park Bank 


of New York 


I am reading your magazine with far 
more than ordinary interest every month, 
and have been a regular subscriber for 


some time. 
T. N. McCAULEY 


President, Consolidated National Bank, Tucson, Arizona 
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analysis of all the accounts on jts 
books, classifying them in some such 
manner as this: 

A. Accounts having a balance 
of $500 or more and ae. 
counts from which with- 
drawals have been made in 
investment units. 

B. Aceounts having a balance 
from $499 down to the 
amount considered the 
‘* profit line.’’ 

C. Accounts having a balance 
below the ‘‘ profit line.’’ 

Several banks throughout the Mid. 

dle West have made such analysis 
and their results were so nearly the 
same that I consider them valuable 
standards by which to measure the 
condition of any savings department 
in that section of the country. 

They found that 16% of their ae. 

counts were ‘‘A’’ or investment type, 
averaging around $800. The remain. 
ing 84%, which included both “B” 
and ‘‘C’’ types, averaged only $55 
per account. Assuming that $55 is 
below the profit line (and it is far 
below the profit line in the loop banks 
of Chicago) you can readily see that 
these savings departments would be 
in the ‘‘red’’ if it were not for the 
small group of ‘‘A’’ type accounts. 
Such an analysis in any bank would 
establish standards by which to value 
eurrent performance. 


How To Analyze The Progress 
of Accounts 


After classifying all accounts on 
hand, the next logical step is to 
classify new accounts in the same 
manner. This can easily be done at 
the end of each day by using the 
space on the daily report form. 

Take as an example 500 new ae- 
counts opened in July. Forty of 
them had initial deposits of $500 or 
more, 160 were ‘‘B’’ type new ae 
counts, and the remaining 300 were 
starting below the profit line. 

From these statistics, mortality 
tables can be constructed, the effect 
of cultivation can be determined, 
and we can ascertain how many “A” 
type accounts we are likely to get 
out of any similar group of 500 new 
accounts. And, from the standpoint 
of profit, it is the ‘‘A’’ type account 
in which we are chiefly interested. 

After the new accounts have been 
on the books 12 months, we may 
transfer the totals to the next table 
and find out the original classification 
of accounts which are now ‘‘ A’’ type, 
““B”’ type, or ‘‘C’’ type, or closed. 
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CAPITAL STOCK, $250,000, 


iy COMMENCED MAY 1863. ‘ . 
| Circulation Secured by State Steeks. 
SILLS OF EXGHARSE 
Bought and Sold at Current Rates, 
Collections made in all parts of the United States 
. and Canada. 
INTEREST ALLOWED ON SPECIAL DEPOSITS. ... 
DrIRBOTORs. rage? 
&. D. HOLTON, JOHN NAZRO, «© ANBON 
DANL. NEWHAL 4. 
A. FINCH, Jn. 


“ Power Financially .. . and a 


General Favorite with the Public” 


An old history of Milwaukee bears that statement, made 
\ C/~ about the Farmers and Millers Bank. That was three 
quarters of a century ago, and since then the Farmers 
and Millers has grown to a mighty institution serving 
200,000 Milwaukeeans and 785 Wisconsin banks. 
For a bank there can be no higher praise, no loftier 
goal. It is ours today, as it was seventy-six years ago. 


FIRST WISCONSIN NATIONAL BANK 


MILW AUKEE 
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42 


OU may feel that your 
business is entitled to the 


personal attention and _ indi- 


vidual treatment found so 
valuable by those banks whom 


we how serve. 


If so we will be glad to out- 
line the advantages in naming 
us your Chicago correspondent. 


THE NORTHERN 
TRUST COMPANY 


In the Heart of the Financial District 


CHICAGO 














Reprints of Any Article 


There has been such a demand for reprints of the helpful 
atticles published in THE BANKERS MONTHLY that ar- 
rangements have now been made to furnish reprints of any of 
the feature articles of this issue in quantities of 250 or more, 
if the order is received within one month after the date of the 
issue. When the quantity is stated, a definite price will be 
quoted. Just address THE BANKERS MONTHLY, 536 S. 
Clark St., Chicago. 


Stabilized Bank Profits 


(Continued from page 12) 
partments according to amount used. 

Telegrams—Telegrams arg 
charged to departments by means of 
copies of telegrams which are kept 
on file. Telegrams are taken eare 
of by a special department. 4 
monthly charge is made to depart. 
ments according to the total charges 
as entered on these copies. 

Telephones—Long distance alls 
are charged to departments accord. 
ing to the actual ealls. <A record jg 
kept by our operators of all long 
distance ealls. Excess calls are 
charged according to a basis of per. 
centage established by keeping a 
record of calls made by departments 
during various periods, and apply. 
ing this total to the total number of 
calls. Exehange service is distrib- 
uted in accordance with the number 
of telephones. 

Lunches—Items under this ae. 
count are chargeable to departments 
which incurred the expense during 
the month. 


How Cost Per Item Is 
Determined 


A count of items handled monthly 
by various departments will form a 
basis, in connection with the distrib- 
ution of expenses, to establish the 
eost of handling items per unit. 

A reconcilement should be made 
at the end of the month in postage, 
printing, stationery and check books, 
because the actual payments made 


‘on invoices will not coincide with 


purchasing department  disburse- 
ments. 

It should be clear that many 
things are revealed in a study of 
these comparisons and our various 
departments are called upon to inm- 
prove their methods whenever the 
figures show that they are not 
operating as economically as should 
be. As a rule, all we need to do is 
to put the matter up to the manager 
of the department, showing him ex- 
actly where he is out of line. Our 
department managers are capable 
and usually they discover ways of 
reducing the costs. 


A Plan For Reduced Operating 
Cost 


One general method that has been 
of greatest help is the location of the 
operating departments on one floor. 
It so happens that one floor of our 
building became available some time 
ago so that we could locate all of 
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Detroit skyline of 1929. The 47 story building in center houses the Guardian Group. 


Le Village de Detroit 


—- was founded in 1701 
by Antoine Laumet de La Mothe 
Cadillae when he established a trad- 
ing post and fort, as an outpost of 
France, at a strategie location 
on the banks of the river or 
straits connecting Lake St. 
Clair with Lake Erie. The 
French word for Straits being 
“détroit,’’ the little collection 
of habitations came to be 
known as ‘‘Le Village de 
Détroit’’—‘‘The Village of 
the Straits.’’ 

Since the days of these 
courageous and adventurous 
pioneers, the fortunes of De- 
troit seem to have always 
been linked with the great 
problem of providing trans- 
portation facilities: First to 
conquer the wilderness, then 
to stimulate commerce _be- 
tween frontier settlements, 
and finally to extend the 
benefits of modern civilization 
throughout the land. 

In giving shelter. to the 
Seigneur Cadillae’s birch bark 
canoes, in providing docks for the 
first tiny sailing vessels and the 
gigantic steamships which succeeded 
them, in constructing great passen- 
ger and freight terminals to handle 


Readers will confer a favor by mentioning THE JUNE, 1929 BANKERS MONTHLY 


expanding traffic, the aim has always 
been to facilitate that continuous in- 
terchange of goods and services and 
that safe and swift movement of 





an 


GUARDIAN 
GROUP 


DETROIT 


GUARDIAN 
DETROIT BANK 


GUARDIAN 
TRUST COMPANY 


GUARDIAN 
DETROIT COMPANY 





Resources Over 70 Million Dollars 





citizens upon which the progress of 
civilization so largely depends. 
Following Detroit’s upbuilding as 
an industrial center and particularly 
its important role in providing in- 
dividual means of transportation 


for the restless millions who utilize 
the automobile for business or pleas- 
ure, the same pioneering spirit and 
dynamic urge continues to seek new 
worlds to conquer, this time 
aloft! Almost daily they con- 
tinue to assist in pushing back 
the frontiers of the impossible, 
for flying has made astonish- 
ing progress in a few short 
years. It has quickened the 
pulse of business and its 
potential effect on pur very 
mode of living passes all 
human computation. 

High adventure changes in 
form, but not in substance. 
Its costume is no longer the 
gay French uniform, or back- 
woodsman garb; it masquer- 
ades today in prosaic busi- 
ness clothes. But vision and 
courage are in demand today 
as never before and will be re- 
warded in the measure in 
which they are of practical 
service to mankind. 

Something of this romance, 
as it finds expression in modern in- 
dustry, is reflected in the many and 
diversified business connections of 
the Directors in the Guardian Group 
of Detroit—names and produets and 
services known the world over. 
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these departments in such a way as 
to provide a convenient and con- 
tinuous flow of work from one de- 
partment to another. Thus time is 
saved, the chance of mistakes mini- 
mized, and the number of employees 
reduced. 

A floor plan of this operating 
floor, reproduced with this article, 
will show you the arrangement that 
provides this economical flow of 
work that must be completed in as 
short a time as possible. Speed in 
both inside clearings and _ transit 
items is greatly facilitated. 


Ratio Comparisons 


After we have made our cost-per- 
item comparisons, we then compute 


ratios for further comparison. For 
example, we work out the ratio of 
dividends to invested eapital, gross 
revenue to invested capital, and, in 
the same way, compare regular earn- 
ings, net earnings before taxes, ad- 
ditions to profit and loss, and net 
earnings after taxes, with invested 
capital. We compare these same 
items with deposits. 

Under revenue accounts, we com- 
pare the rate per cent of interest 
earned with loans and discounts, 
bonds and securities, total loans and 
investments, building (as deprecia- 
tion of taxes) and with cash and 
due from banks. 

I think it will be quite clear that 
these ratio comparisons are likely to 





S &G Locks 
Throughout 


The men responsible for the new 
building of the Aldine Trust 
Company, Philadelphia, investi- 
gated, compared, and chose S&G 
Time, Combination and Secret 
Key Changing Sealed Key Safe 
Deposit Locks. 


Banks throughout the country are 
buying their vault equipment 
with. increasing care. And the 
more carefully they buy, the more 
certain are they to decide on Sar- 
gent & Greenleaf Locks. 

For the Aldine Trust Company 

building, the architects are 


Thalheimer ( Weitz. Samuel P. 
Yeo is the Vault Engineer. 


Sargent & 


Greenleaf Inc. 
ROCHESTER NEW YORK 


Clip and Mail Coupon 


Sargent & Greenleaf Inc. 
Rochester, N. Y. 


Please send me complete informa- 
tion on S&G Locks. 


OR ce ee oe 


| ee ee eee ne 
Address... a 


City &> State....... iacociie 





—and for the new 
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reveal many important situations t) 
us. 

Under expenditure accounts, w 
compare the rate per cent of interest 
paid with the following: Certifieat. 
of deposit and savings, individya) 
deposits, banks and bankers, total of 
all deposits. 


We make a further comparison of 
the per cent of gross revenue with 
the following expenditures: Intereg 
paid on all deposits, officers’ salaries, 
employees’ salaries, rent paid, taxes 
paid and reserved, incidental ey. 
penses, excess net revenue over ex. 
penditures, dividends paid, losses re. 
covered, and gain on sale of bonds, 


How To Control Loan Losses 


In controlling loan losses, the first 
thing to be done is to analyze the 
circumstances surrounding all 
charge-offs, with the purpose of find. 
ing a common cause of non-payment, 
if possible. 

Sometimes a conference with our 
economist, our appraiser, and our 
analyst will help to reveal causes 
that might not be indicated in the 
reports. As a matter of fact, an ap- 
plication of the technical ability of 
such specialists as I have mentioned 
is an important part of controlling 
loan losses. It is best, of course, to 
apply their judgment and ability 
before the loans are made. And itis 
for that purpose that the bank main- 
tains these officers. 


I realize that smaller banks might 
not be able to employ specialists of 
this sort, but such specialists are al- 
ways available as advisors and their 
services can be secured either 
through correspondent banks or by 
special arrangement with commer- 
cial firms. 


The important thing is to estab- 
lish a policy that requires a study of 
the industries, the general trend of 
business, the earning capacity and 
the managerial ability of the bor- 
rower. 


A customer may be one of the 
bank’s best friends; he may call the 
president and cashier by their first 
names; he may do a profitable check- 
ing business, and patronize every de- 
partment; but he does not qualify 
as a 100% customer unless his wife 
and children have savings accounts, 
and it is the bank’s business to get 
those accounts. 
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When you set sail 


for New York 


There are many friendly things outside the banking 
routine that a bank can do to help its correspondents 
when they are in New York. The Seaboard’s Personal 
Service Department welcomes any opportunity to per- 
form the many personal services for which our location 
and connections especially fit us. Don’t fail to drop in 
and see us when you are in town. 





The Seaboard National Bank 


OF THE CITY OF NEW YORK 
Main Office: BROAD AND BEAVER STREETS 
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Organized Banking 
Research 


(Continued from page 14) 
would not continue to be as he now 
is, a party to such criminal capital 
waste as this study uncovers. 

Would not banks play an increas- 
ingly-important, appreciated, and 
more highly-compensated function 
in the community if they organized 
as the medical profession has? 
Patients enter medical clinics aware 
that some symptoms indicate internal 
trouble. The patient is welcomed, a 
history is taken, and then begins a 
series of analytical examinations to 


determine the source of disease. 
Through proper diagnosis and pres- 
eription, in the great majority of 
cases, the trouble is eliminated, even 
if major operations are necessary. 
Contrast this method with that of 
a corporation, firm or individual, 
consulting a banker on some disturb- 
ing symptom in business. The 
banker is usually panicky until he 
ean collect his last loan to the ailing 
business, and that very process often 
sends the business concern, in need 
solely of intelligent analysis and con- 
structive advice, to the bankrupt 
columns, instead of placing it among 
that healthy group of corporations 








AVE you been in Detroit 

recently, seen the tremen- 
dously impressive evidence of our 
city’s growth and progress? 


A community of this character 
demands of those who would serve 
its financial needs—vision tempered 
with practical experience—tactful 
aggressiveness and ability beyond 
the ordinary. We have endeavored 
to build this organization around 
men of such calibre in order to 
measure up to the requirements of 
America’s fourth city. Our person- 


nel is at your service. 


— a 


FIDELITY TRUST CO. 


FIDELITY TRUST BUILDING 


DETROIT, MICHIGAN 
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guided, aided, and counseled by ey, 
pert banking advice arising frop 
knowledge acquired, as in medicine 
through research. 








Research Might Reveal New 
Profitable Services 





Were these two neglected phages 
of bank research alone to weigh upon 
the conscience of the banker, ther 
remains a third phase equally fy 
of the promise of progress, servies 
and profit. 

The organized bank has not, so fa 
as recorded bank history reflects 
ever developed a new service to the 
public. 

The corporate bank was formed ty 
take over the functions of the private 
banker. 

The savings departments of banks 
are but the functions acquired from 
other activities. 

Trust services were borrowed from 
lawyers and private executors and J 
administrators. Some few. highly. 
technical services are being rendered | 
to large corporations in big cities that f 
banks have created, but as for the 
publie generally, banks have orig. f 
inated and perfected of themselves 
no new service. 

On the contrary, a dozen different 
financial functions are being per- 
formed for the public that might well 
be rendered by banks. Reducing 
overhead in conducting these services 
under one roof and management 
would cut the cost to the publie. 

Research would teach bankers that 
they may safely perform a greater 
number of public functions relating 
to financial transactions now being 
conducted by other organizations, 
such as mortgage, stock and bond, 
building and loan, time financing, 
and investment trusts, and could 
show to congress and the legislatures 
the sound public usefulness to be 
achieved by banks undertaking these 
activities and under what technical 
conditions and sound restrictions. 

Quite beyond these activities, how- 
ever, research could undoubtedly dis 
cover many more ways whereby the 
banker and his organization can 
serve the community in an increased 
number of ways to the larger profit 
of the bank and of individuals and 
corporations as well. 

Corporations and __ individuals 
struggle with tax matters which 
could be kept on record in the bank 
and reported intelligently and at 4 
saving of time and expense. The 
activity of the bank as financial set 












































What 
These Displays 
Accomplish 


They attract hundreds into 
+ the bank. 


They create new savings 
+ depositors. 


They inspire present cus- 
+ tomers to deposit more. 


They add dignity tothe new 
+ business work of your bank. 


They eliminate the time 
+ for decorating windows. 


They greatly reduce the 
+ cost of window displays. 





“ay 
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i” THE THUG SHOULD COME TONIGHT 


There is depth to these displays. Every figure is modeled by a highly-skilled artist 


Tru-Tu-Life’ Window Displays 


increase your bank’s income and profits 


They cost so little! 
(approximately $5 a week) 


ACH display is a unit. It comes to you 

in a case. You simply slide it out of 

the case and into the window, plug the 

light cord into a socket and your window 
decorating is finished for two weeks. 

A year’s service—26 different displays 

of your own selection—at a rental charge 

of approximately $5 a week. 


They accomplish so much! 
(bring hundreds into the bank) 


VERY phase of banking service illus- 
trated. Small enough to fit any window 
—yet important enough to serve as the 
complete display in the largest window. 
Neat cards accompany all displays. 
You receive exclusive use for your 
town—at a rental charge of approxi- 


+ mately $5 a week. 


See For Yourself 


If you wish to be rid of all window display worries and at the 
same time insure for yourself the type of display that will 
actually bring people into the bank. 


Write Today For 


Comments of other bankers who have 


used these Tru-Tu-Life Displays 


d 2. List from which you can 
it select 4. 


d No obligation 


Photos of Displays - 


The actual cost to you 


7 | “Tru-Tu-Life” Display Service 


| ADVERTISING DISPLAYS, INC. 


a 


. 1129 Banklick St., Covington, Ky. 
c 444444444 4444444444 444444444444GOD DP PPP PPP PPP PPP PPP PPPPPP PPP PPP 
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retary to business and the individual 
holds vast implications that surface 
observation makes apparently ab- 
surd. 


balance sheets and profits of banks. 
Through newer, wider services de- 
veloped by research, the banks would 
find themselves many times repaid 
for the relatively-trivial costs in- 
vested in research effort. 

The banks that most need bolster- 
ing up as to scientific management, 
intelligent and constructive credit 
extension, and the development of 
new services as added sources of in- 
come, are the smaller institutions 
which cannot afford research depart- 
ments of their own. But through 
joint underwriting of research pro- 
grams such as have already been suc- 


~YALE- 


BANK 
LOCKS 


The STATE BANK OF CHICAGO 
equipped its Safe Deposit Vaults 
with Yale Double-Nose “Change- 
able-Key” Locks. 


Research Would Be Sure To 
Enlarge The Scope of Banking 


Research, that is, the discovery of 
facts in all their related phases, 
would make inevitable what now ap- 
pears impossible. 

The extension 
beyond the 20% 


of bank services 
of the population 
now reported as being served to a 
figure more closely approaching 
100% of the people would swell the 
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HIS representative installation is 


further proof of the definite security 
afforded by YALE BANK Locks. The 
country’s finest safe deposit vaults are 


Yale equipped. 


STATE BANK OF CHICAGO 
Graham, Anderson, Probst & White, Chicago, Ill. 
Architects 


E. A. Strauss & Son, Chicago, Il. 
Bank Vault Engineers 


Mosler Safe Co., Hamilton, Ohio 
Builders of Vault Equipment 


THE YALE & TOWNE MFG. CO., STAMFORD, CONN., U.S. A. 





YALE MARKED IS YALE MADE 
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cessfully undertaken by the florists 
laundrymen, candymakers and other 
industries, the maximum benef 
would come to each small bank g 
fractional cost. 

Six and one-half per cent of the 
gross income of member banks of the 
Federal Reserve System each year j; 
absorbed in losses. Should this figure 
through research be cut only to 5%%. 
that 1% of gross income sayej 
would alone furnish as handsome q 
sum as the most alert director of 
bank research could devise ways and 
means of spending. 


Cost Would Be More Than Met 


Any progress in any one of the 
three suggested phases of research, 
namely: internal bank management. 
control of business mortality, and the 
development of additional new bank 
services, would pay for the main. 
tenance of a chair of banking r. 
search in every state university, pay 
for a research department of every 
state bankers association, pay fora 
national research bureau under the 
American Bankers Association, and 



























pay for a course in scientific bank | 


management for every official of our 
25,407 banks. 

The opportunity to sow the poten. 
tial seed of research confronts the 
banks of today with a promise, 
through multiplied and irrefutable 
precedent, of reaping a harvest of 
profit, service, and progress, the cost 
of producing which is insignificant 
related to the benefit to be achieved 

It is a safe guess that neither the 
United States Comptroller of the 
Currency, who is the chief of all 
national bank supervision, nor any 
commissioner of banking in any state 
would oppose the appropriation from 
bank funds for a sound program of 
bank research. 


Officers of BANKERS TRUST CO. of 
New York, who have been connected with 
the institution twenty-five years or more, 
have formed themselves into an association 
which they have called the ‘‘ Quarter Cer 
tury Club.’’ The club now has twelve 


ee ee RT SE 


members, whose length of service with | 


Bankers Trust Co., or with institutions 
which have merged with Bankers Trust (o. 
ranges from twenty-five to forty-three 
years. They are: Isaac Michaels, trust 
officer; Barkley Wyckoff, cashier; Cliffor! 
Wilmurt, retired; George F. Trefcer, a& 
sistant treasurer; H. N. Dunham, assistant 
treasurer; B. W. Jones, vice president; 
W. G. Robins, assistant vice president; 
John H. Lewis, assistant secretary; 
F. N. B. Close, vice president; R. Gregory 
Page, vice president; L. C. Outeault, a 
sistant secretary; H. F. Wilson, Jr., viet 
president. 


: 
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A prominent lowa_ banker 
recently remarked: “Next to 
a personal call by_ our off- 
cers, our house organ is our 
most effective business build- 
ing medium. It has the 
distinct advantage of going to 
the people we desire to reach 
twelve times a year—results’ 
are cumulative.” 
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The fundamental facts expressed by that 
banker are the basis on which a house 
organ has been planned for the use of 


banks. 


Through this highly specialized organiza- 
tion there is now available for your bank a 
magazine that is entirely individualized — 
your own title, your own ads, and items 
concerning those subjects pertinent to your 
institution — plus a copy feature which rep- 
resents 210 years of financial experience at 
a salary expense of $6,500 per month. 


Only one bank in your city can secure this service. 


This editorial staff is comprised of eight 
nationally known financial writers. 


Please understand that your house organ is 


individually written for your bank. You 





are saved all detail of copy writing, editing, 
proof reading, art purchase, cut making, 
dummy pasting, color selection, etc. 


But the small amount you pay monthly 
assures you a complete custom-made maga- 
zine exactly fitted to your bank and your 
community. 


Write us about it today. 


THE TEN BROOK COMPANY 


PUBLISHERS TO BANKS 


180 NORTH MICHIGAN AVENUE 


CHICAGO, ILLINOIS 
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IDEAS ON BANK BUILDINGS | 





Beauty is outstanding in this small bank of face brick and Indiana limestone. 
Note the floor plan below. 


22-foot lot. 
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Beauty and Utility Possible In 


Small Bank Buildings 


EAUTY and harmony in bank 

buildings is becoming increas- 
ingly important. In many cases the 
bank is the one monumental strue- 
ture in the commu- 
nity and we are 
learning more and 
more that everyone 
has a certain sense 
of beauty in his 
make-up which is 
stimulated by at- 
tractive architec- 
tural design. This 
means that the av- 
erage person is at- 
tracted to a build- 
ing that pleases his artistic sense. 
Consequently, the bank gains cus- 
tomers and increases the good will 
of the customers it already has. 
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By H. G. LOVE 


Sometimes it seems that there is 
an insurmountable handicap when it 
is necessary to erect the bank build- 
ing on a narrow lot. A typical case 


is that of the Ripley National Bank 
of Ripley, Ohio. This bank’s lot was 
only 22 feet wide and 72 feet deep. 
It was on a corner, however, which 





A practical floor plan for a narrow banking room. This is the plan worked 
out for the Ripley National Bank of Ripley, Ohio. 


helped matters considerably. The 
picture reproduced on this page 
shows how the architect made use of 
this narrow lot to splendid advan- 
tage. 

The exterior of 
the bank is most at- 
tractive with its 
gracefully -arched, 
high windows and 
doorway. ‘The us 
of limestone added 
materially to the at- 
tractive brick walls, 
especially with the 
decorations at the 
entrance. Inside, 
the bank was arranged so that the 
large, curved windows served as the 
chief decorative feature. A curved 
window was placed at the back of 
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No Fear of 
Daylight Holdups - 
when YOUR bank 


is equipped with 


Platt Bandit-Proof Devices. 


PLATT bandit-proof and 

bullet-proof installation in 
the Welleston Trust Co., St. 
Louis, Mo. Also a ‘‘close-up’’ 
of bullet-proof deal tray, gun- 
port and speaking aperture. 
This bank is safe from daylight 
holdups. Is yours? 


! 


ROTECT the lives of officers and employees. Safeguard the bank’s funds 
while they are out of the vaults. Discourage the increasing wave of bank 
holdups by making YOUR bank 100% bandit-proof. 


Safe and Convenient 


Your employees can work in perfect safety behind 
crystal clear bullet-proof glass. Deposits can be re- 
ceived and checks cashed at windows equipped with 
Platt Bandit-proof Devices with maximum speed 
and convenience to both teller and customer. 


Attractive— Economical 


These bandit-proof and bullet-proof fixtures add to 
the dignity and beauty of the bank. May be installed 
in your present fixtures. Your own Contractor can 
do the work if you desire. Or we will furnish estimate 
covering a complete installation. If desired, one or 
more cages can be protected if you do not wish this 
equipment throughout. 


The J. H. WISE CO., Inc. 


Syndicate Trust Bldg. St. Louis, Mo. 
BANK BUILDERS 


For years we have specialized in designing, building and 
equipping banks. We can render a complete architectural and 
construction service for new or remodeled buildings and com- 
plete banking equipment. A A A A A 
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20% Saved on Insurance 


Banks made 100% bandit-proof save 20% on their 
Insurance. The cost of armed guards may be elim- 
inated. Once installed there is no expense for upkeep. 
In a bank protected by Platt Bandit-proof Devices a 
holdup is never even attempted. Crooks know they 
can’t “pull off the job” and therefore pass.you by. 


100% Protection 


There is a vast difference in bandit-proof equip- 
ment. A chain is only as strong as its weakest link. 
Be sure that you are getting 100% protection when 
you install bandit-proof devices. Our many years ex- 
perience as bank building specialists are back of our 
unqualified guarantee of 100% bandit protection with 
Platt equipment. Let us tell you more about it. 


Send the Coupon — It May Save Your Life 


Syndicate Trust Bldg., St. Louis, Mo. | 
Dear Mr. Wise:- 


| Without obligating us in any way send us photographs 
| of Platt Devices, and tell us how we can make our bank 
| 100% bandit-proof. | 


SS ik ek Bald KS whbwoek a ear eee eee | 
NF WN eo vivnndodhsardeds hse dd Sacked eedne nee | 


NG oo kc pa teens ett ones 





















the room over the vault to harmon- 
ize with the windows on the side. 
The clerks work with their backs to 
the light and the customers’ desks 
are arranged along the wall, as 
shown in the interior picture. 

The officers’ space, the private of- 
fice, the vault, and the booths are 
indicated on the floor plan, which 
shows how a room may be specially 
laid out in a narrow space that 
measures only 20 feet on the inside. 

This particular building was a 
remodelling job, and was designed, 
the fixtures manufactured, and the 
work carried out by the St. Louis 
Bank Building and Equipment Co., 
St. Louis, Mo. 

It illustrates clearly the impor- 
tance of taking advantage of the ex- 
perience of an architectural firm that 
specializes in bank building. While 
bankers always have some ideas as to 
how they want their banking room ar- 
ranged, a specializing architect can 
always work out these ideas better 
than an inexperienced man who 
builds other types of buildings al- 
most exclusively. The architect who 
builds many banks always adds cer- 
tain artistic touches that are worth a 
great deal to the growth of the in- 
stitution. 

Losses can be reduced. 


Training the Public 


A series of articles is being pub- 
lished in the Saturday Evening Post 
written from the experience of a 
national: bank examiner. - These ar- 
ticles are training the publie to be- 
lieve in our national examining sys- 
tem. They show how examiners can 
prevent the closing of banks even 
after the directors have given up. 

One article refers to ‘‘ fair weather 
bankers.’’ It shows that a great 
many bankers can operate a bank as 
leng as it is fair weather, but when 
business conditions become more try- 
ing, these men are not prepared to 
protect the community and the bank. 

Several cases are taken where bank 
examiners have found officers of this 
sort and have frankly explained the 
condition to directors. 

Undoubtedly these stories are of 
interest to the general public; and 
they should be a challenge to bank- 
ers to constantly study and prepare 
themselves for any emergency, look- 
ing in fair weather for danger signs 
and preparing to counteract any im- 
pending change. 
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Bank of Ripley, Ohio. 


Profits Made by Investment 
Trusts 


A report issued by Grover O’Neill 
& Co., of New York, shows that the 
gross income for 80 investment trusts 
in America for the year 1928 was 
12.1% of invested capital. For 38 
companies, which report unrealized 
profits, the total gross income and 
unrealized profits for the year were 
26.1% of invested capital. These 
trusts are all American companies 
of which 67 are general investment 
companies, 13 specialized investment 
companies, and 4 general investment 
trust funds with 1 specialized in- 
vestment trust fund. 

Fifty-seven companies reported a 
net available for preferred dividend 
requirements 3.5 times the require- 
ment. Thirty-nine companies re- 
ported net available for common 
stock of 18.9%. 

The report gives all of the details 
for each of the 85 trusts ineluded. 


This is a valuable tabulation for 
anyone interested in investment 
trusts. 


High Lights of Aviation 
History 


This is the title of a beautifully 
illustrated booklet issued by the First 
National Bank of Detroit, Michigan. 
The illustrations are both photo- 
graphs and colored pictures and 
show the interesting steps in the de- 
velopment of aviation from the time 





Both comfort and security are expressed in the interior of the Ripley National 
Note the pleasing effect of the draped windows. 


man began to dream dreams of fly. 
ing like a bird, to the present when 
mail may be sent by air to any post 
office in the United States and to 
many foreign countries. 

This book was issued in connection 
with a series of window displays pre- 
pared by C. H. MeMahon, director 
of publicity of the First National 
Bank of Detroit. Copies of the book 
may be had free by writing to Mr. 
MeMahon, and it is possible to se. 
cure quantities of these booklets ata 
eost lower than the original cost of 
printing, provided you would like 
to have some for distribution among 
your own customers and prospects. 


An Innovation in Advertising 


A New Building 


It has become more or less con- 
mon in cities for newspapers to issue 
special editions upon the opening of 
a large new building such as a bank. 
This usually means that the con- 
tractors and supply men who helped 
to build the building are solicited for 
advertising in this issue. 

The Union Trust Co. of Detroit, 
and its affiliated institutions, has in- 
augurated a new plan in which the 
bank itself pays the entire cost of 


the special edition and specifically | 


arranges that contractors are not 
solicited for advertising. 

Clinton S. Berry, vice president 
in charge of advertising and pub- 
licity, notified the contractors. 
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“the practicality of 
your’ plans is becoming 
more evident each day’’ 
E. S. MUNSCH, Vice Pres. 

Chippewa Trust Co. 


—— 
se : 
oy | 
Lam G ic 





ame 
a 


“it would pay any 
Bank to retain your ad- 
thous Services, even 
though it it employed its 
own architect. and con- 
tractors” 


ALBERTO MASCGARENAS 
Managing Director, 
Banco de Mexico, Mexico, ‘D 








a Sen planning of a Bank can greatly 
expedite the daily routine of a banking 
business. Specialized bank-building experience 
is as important as the architectural skill which 
gives a structure its impression of dignified 
permanence and solidity. Both are available 
through the experience of this Company in 
the building of more than 4,000 Banks... 


The inter-relation between members of the 
working staff; adequate lighting; safety pre- 
cautions; provision for future expansion; 
these and many other considerations—some 
of which might not occur to a less experienced 
designer—are all adapted to the exact needs 
of your Institution. Economy results from 
our single contract, guaranteed-cost method. 
Even though expansion may seem far in the fu- 
ture, it is well to keep in touch with modern Bank- 
Building methods. Our booklet on this subject is 
interesting, and worthy of a place in your files. 


Stlonis 
Bank Buildin 


. Eaupment 


DESIGNERS, ENGINEERS and BUILDERS 
FOR BANKS EXCLUSIVELY 


“—-your experience made provision 
for details whose need we neyer even 

realized until now’’ 
J. H. REHME, Vice-Preg. & Cashier, 
Cass Avenue Bank 











































“—I am 01 j entirely 
satisfied th@¥ your plan 
of operdtion saved us 


time anid money” 
AGF. MEYER, Pres. 
with Side Natl. Bank 
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HE GEORGE W. STILES COMPANY Announce 
the removal of their offices to the Farwell 


Building, 664 N. Michigan Ave., Suite 1000-1010. 











FIRST NATIONAL BANK, INDIANA, PA. 


A monumental bank building 60’-0" wide x 100’-0”" long x 
45’-0" high. Exterior of white Georgia marble with pol- 
ished Minnesota granite base. Windows and doors are of 
bronze. 


BUILT BY 


Gero. W. STILES COMPANY 


DESIGNERS, ENGINEERS, BUILDERS 
BANK BUILDINGS 


H. FREDERIC BECK, Supervising Architect 


664 N. MICHIGAN AVE. - - - CHICAGO 














HAVE read and reread your April number and note with 

particular interest that 61,786 copies or reprints of your 
editorial “What A Stockholder Can Do For His Bank” have 
been distributed by many banks. 

Kindly quote us prices on this reprint. We have only 65 
stockholders in our little bank, but believe this article would 
greatly stimulate them. Out of this bunch very few are active 
in helping us with new business. 


J. N. DONALDSON 


Assistant Cashier, The Peoples Bank, Appalachia, Virginia 


Making Forecasts of 
Earnings 


(Continued from page 16) 


the place of the product it manufap. 
tures, but it also enables the factory 
to recover on materials that were 
formerly wasted, for very often the 
waste is turned into a by-produet 
which finds a ready sale. 

A case in point is a manufacturer 
of a product made of wood. This 
manufacturer formerly had a waste 
of lumber which was not particularly 
serious, but since he has inaugurated 
the plan of manufacturing clothes 
pins and other salable products that 
ean be made from small pieces of 
lumber, he has not only protected 
himself against a reduced demand 
for his main product, but he has de. 
veloped a very important new source 
of income and profit which is made 
entirely without the purchase of any 
more raw material than was formerly 
consumed. 

Changes in merchandising methods 
are having a severe influence upon 
some lines of business. For example, 
some lines of wholesale business has 
suffered an important change in 
recent years. At one time we had 
the accounts of five wholesale dry 
goods houses. Today three of them 
are out of business and the other 
two are protecting themselves only 
by opening stores for retailing their 
own goods. 

It seems to me that, in general, it is 
important for all banks to give par- 
ticular attention to the wholesaling 
and jobbing industry in order to 
make certain as to its trend and pos- 
sible future. 

Keeping in mind that loans can be 
paid only from the future earnings 
of the business, it is necessary for the 
loan officer and the board to antici- 
pate what the earnings are likely to 
be. If you are not satisfied with 
your anticipation, the only safe way 
is not to make the loan. 

It is difficult, of course, to refuse 
a loan, or to reduce the line of credit 
to a customer who has been with the 
bank for years. We had a case not 
so long ago where a certain whole- 
saler came to us for a loan. We had 
observed his business deteriorating 
for some time, and the statements he 
made to us showed clearly that his 
chance for profiting on operations in 
the future is practically nothing at 
all. You ean readily imagine how 
difficult it was to tell such a customer 
that we could not lend him money. 
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jt had to be done, however, for our 
om proteetion, and the result was 
that he brought in some bonds to 
geure the $5,000 loan he wanted. 
Of course, it is his privilege to risk 
his own funds in his own business, 
bat the bank cannot risk the funds of 
its depositors in such a way. 

One source of information as to 
the trend of a business is a scientific 
analysis of its receivables. If the re- 
civables seem to be increasing in 
quantity, or if there is any doubt in 
our minds as to receivables, we send 
an officer to the plant to make a 
gientific analysis of all «accounts. 
This analysis consists in classifying 
them according to maturities—30- 
day, 60-day, 90-day, and over. 

Naturally, if he finds any great 
pereentage in 60- and 90-day-or- 
longer maturities, we are warned that 
conditions are not what they should 
be. If he finds many eases of re- 
newed datings, that, of course, is 
srious too. On the other hand, if he 
finds that practically all are 30-day 
or less, it does not appear to be such 
a serious matter if the receivables 
are reported in an increased amount. 
A visit of this sort gives an officer an 
opportunity to make other observa- 
tions that are likely to be helpful 
in passing judgment on the possibil- 
ity of future earnings. 

Obsolescence is a word to which 
we are giving more attention in re- 
cent months. Both buildings and 
machinery become obsolete before 
they wear out. A manufacturer may 


have up-to-date machinery today, | 
and so compete successfully with 


other manufacturers. Five years 
from now, new machinery may be 
invented that will enable the manu- 
facturer who buys it to produce at 
aso much lower cost that the manu- 
facturer of today cannot compete at 
all, unless he too installs new ma- 
chinery. 

In other words, his machinery has 
become obsolete. 

This is something that is difficult 


to anticipate, except that we know | 


that it occurs much more frequently 
these days than it did some years 
ago. Knowing this, we need to coun- 
sel our manufacturers to keep in 
touch with all developments in the 


industry, and to carefully determine | 
the value of each new piece of equip- | 


ment that is put upon the market. 
In order to be sure that the manufae- 
turer is doing this, we need to give 
some attention to it ourselves. 


In the larger cities, we frequently | 








HE consistent 
richness of the 
interior of The 
National Bank 
of Catasauqua, 
Pa., is in keeping 


with the town’s 
long standing 
wealth. Bronze 
and imported 
marble are the 
chief materials. 


The People Really Rule 


be politicians would have us believe that this country’s affairs 
are not controlled by popular choice. This may be true of some 
overnmental matters, but in every day transactions, upon which all 
renee in the last analysis depends, the public usually does get 


what it wants. 


Successful merchants have learned that it pays to serve public 


demand. 


It is the public’s preference that dictates the selection of 


the entire stock of such a store as Wanamaker’s or Marshall Field’s. 


A banker has nothing to sell in packages; that is true. 
service he offers has neither color, shape, nor size. 


The 
Lacking such 


attributes, the problem of making his service appeal to the pros- 
pective customer leads him to a different solution. . 

No banker tolerates a teller whose every contact betrays a grouch. 
Bankers value the employees who can infuse cordiality into every 


transaction. 


Inadequate and ungraceful buildings meet the same 
response as grouchy, incompetent employees. 


Bankers are coming 


to appreciate this and the unprecedented number of new and better 
honk 


buildings is their response. 


TILGHMAN MOYER COMPANY 


The Design, Construction and Equipment of Bank Buildings 
ARCHITECTS « ENGINEERS 


H4 VE you read the booklet, “Building the 
Bank for Business’? Leonard P. Ayres, 
V. P., of the Cleveland Trust Co., comments 
on it, I am genuinely interested in the sub- 
ject and in the book.’’ The subject matter 


| describes the principles of sound bank build- 


ing; not how these principles ought to work, 
but how they are working for the success of 
many bankers. 

A copy will be mailed you with no obliga- 
tion. Simply fill in and mail the coupon. 


TILGHMAN Moyer Company, Allentown, Pa. 


Gentlemen: Without obligation, ‘please mail 
me a copy of the booklet “Building the Bank 


for Business.” 


Name: 





Address: 























E would not like to have THE BANKERS 
MONTHLY discontinued, believing your mag- 


azine to be one of the best we read. 


W. E. ZUENDT 


Vice President, First National Bank, Jefferson City, Mo. 
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A tt ractive beyond comparison 


Practical in durability and operation 


An — " 
ATHEY 
SHADE 


may be instantly 
adjusted to shade 
any part of the 
window. It has no 
springs, rollers or 
catches to stick or 
break, and cannot 
flap out the window 
to become wet, torn 
or soiled. 


ATHEY 
SHADES 


make the whole 
room usable under 
all light conditions. 








































SHADES 
and Cloth Lined 
Weatherstrips 






Special Features 


ATHEY SHADES are made of high grade coutil, 
herringbone weave, 200 threads to the square inch, 
mercerized and calendered to a smooth finish. Resists 
dirt. Dyed in seven non-fading colors to harmonize 
with various office finishes. Always the same distance 
from the window. In any length and in widths up to 
16 feet. Sunbursts for circle-head, segmental or Gothic 
windows. Also operating shades for skylights. 












Used in SEND FOR CATALOG 


Banks and Hotels 
Office Buildings | A THEY COMPANY 
Hospitals 6161 W. 65th St., CHICAGO 
Libraries 
Apartment Representatives in principal cities 
uildings In Canada: 
Public CRESSWELL-McINTOSH, Reg'd., 


Buildings Montreal and Toronto 











THE PUBLIC NATIONAL BANK and TRUST COMPANY 
OF NEW YORK 


MAIN OFFICE—76 WILLIAM STREET 


10 Year Growth in Deposits 


Comptrollers Call 
March 4, 1919 

February 21 1921..... 
Aor 3, 1983.............. 
April 6, 1925.... 

March 23, 1927 

March 27, 1929 


Deposits 
$ 37,000,000.00 
. 71,000,000.00 
88,000,000.00 
. .104,000,000.00 
re : . ..115,000,000.00 
ae 132,000,000.00 


33 BRANCHES IN GREATER NEW YORK 
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see monumental buildings, only 19 
or 12 years old, torn down to be rp. 
placed by still larger ones. hp 
buildings have not worn out—they 
have become obsolete. ; 

It is important, therefore, that , 
building on which a bank has a logy 
be so managed that its cost is repaid 
to the owners in a comparatively fey 
years. While there is some recovery 
value, due to the inerease in the valy 
of the location, it is really not safe ty 
give much credit to this in determip. 
ing the earnings of the building g 
the time the loan is made on it. 

In addition to studying the trend 
of the industry and of the individual 
corporation, and in addition to keep. 
ing in touch with the probable obgo. 
lescence of its plant and equipment, 
it is more important today than ever 
to make a scientific study of its 
managerial ability. 

This is usually disclosed in our 
statement under the headings of 
‘*Profit and Loss’’ and ‘‘ Reconcilia- 
tion of Surplus,’’ but we must keep 
in touch with the business in ease of 
a change in management. 


Sometimes a change in manage. 


ment will put a business on its feet, 
but in the same way, a change in 
management may be the beginning of 
the end. Changes in management 
are not always made for improving 
the business itself, but are sometimes 
made to satisfy a heavy stockholder 
who wishes to become an officer, or 
to put in some friend or relative. 

In order to keep in touch with 
such developments, it is necessary 
for a bank to watch carefully the per- 
sonnel. Sometimes it may be im 
portant or necessary to insist upon 
a bank’s representative attending 
directors meetings. And in extreme 
eases, a bank’s officer may become 4 
member of the board. 

As a general rule, it is perhaps 
not best to encourage too much of 
this last procedure. There is a dif 
ference of opinion on this subject, 
but it is conceivable that a bank 
might have its active officers % 
burdened with memberships 0 


boards of directors that they would J 


not be able to perform their fune- 
tions in the bank properly. And 89, 


probably the best policy is to retain J 


this procedure as a final move. 


I do not believe that these new col f 












ditions in business should be looked 
upon as making banking more hazat- § 


dous or difficult. To me they make j 


banking far more interesting and 
profitable than it has ever been. 






















For a SMALL BANK 
or a BRANCH BANK 
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Georgia Marble for trim... 





when the appropriation is not 
sufficient to cover the cost of an 


all marble exterior. 





First National Bank, Louisville, Ky. C. A. Ziegler, Architect 


HE character of a building is definitely established by the use of a modest 


ith ; ? ; 
: quantity of marble trim... giving the architect a better opportunity 
a to design an exterior worthy of a banking institution. The additional cost 
ing 

™ 1! of the marble is negligible. 

™| Whether you are contemplating the use of marble trim for a structure of 
: modest proportions . . . or a building entirely of Georgia Marble . 

in 

«| We shall give your inquiry the most careful consideration. 

. 


Ask your architect about Georgia Marble. A request to any of 


our offices will bring you interesting and helpful literature. 





On- & 

ed B 

| LHE GEORGIA MARBLE COMPANY - TATE - GEORGIA 
ake ‘ 1328 Broadway 815 Bona Allen Bldg. 648 Builders’ Bldg. 512 Construction Industries Bldg. 1200 Keith Bldg. 
nd ‘ NEW YORK ATLANTA CHICAGO DALLAS CLEVELAND 
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Crystallized Ideas = Failure 


(Continued from page 32) 
business away from big competitors 
down town. 


The Fight of Overhead and 


Profits 


All in all he epitomizes the spirit 
of modern America. Keen and 
aggressive, always seeking new out. 
lets, new channels and new devices 
for doing things. But let us skip, 
say 20 years. Mr. F is now rather 
stout, a little grey around the 
temples. He is the owner of a big 
business. Maybe he has crystallized, 
become stern and a little bit une. 
tuous. His attitude toward his clerks 
is coldly sharp. He is conscious of 
his importance. Each clerk in turn 
reflects this to the customer. Busi- 
ness is an eternal problem with over. 
head and profits fighting for the top 
place on every month’s balance 
sheet. 

Maybe the business fails. With- 
out much effort, we can cite hun- 
dreds of such failures wherein tre- 
mendous department stores have 
gone the way of all flesh and left 
the stockholders hanging on to the 
edge of financial oblivion. All be- 
cause businesses change and because 
no business ever got so big that it 
did not need continuous sales effort 
tu keep it right side up. 

Today the ice dealers are doing 
something unique in the history of 
American business. They are work- 
ing overtime to find a way to meet 
the new competition that has grown 
up within the past five years. Car- 
bon Dioxide and purely artificial 
refrigeration have become factors 
which are encroaching more and 
more into the domain heretofore 
oceupied by ice manufacturers. The 
publie will share in the spoils of the 
impending battle and end up with 
better refrigeration regardless of 
which side wins. 

The cotton goods people are re- 
trieving some of their losses in the 
South, those remaining in New 
England are pouring forth their 
energy to devise ways and means of 
increasing their business. 

Rayon has come out of a clear sky 
and raised havoe with silk pro- 
ducers. 

The oil-burner people are making 
the coal men think in terms here- 
tofore foreign. 

It was the radio that improved 
the talking machine. Now the piano 
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manufacturers are lying awake 
nights wondering» what | to do to 
revive their drooping spirits. 

This is an age where initiative 
seems to have run riot. And to all 
appearances it is going to continue 
to run for some time to come. The 
geniuses who labored to produce the 
frst erude contrivanees to lighten 
labor, to quicken travel and to pro- 
duce merchandise certainly would 
gasp in amazement if they could see 
what the result has been. 

Jules Verne was ultra-conservative 
from our present standpoint, but in 
his day he was regarded ‘as a kind 
of a cheerful idiot whose imagina- 
tio was likely to upset all sane 
reasoning. Things do change and it 
is just as well to be prepared for 
changes when they come, if possible 
to even anticipate a little just what 
is going to happen next. 


Slow payers retard bank growth. 


State Association Benefits 
(Continued from page 21) 


does the association furnish the in- 
spiration for this work, but it sup- 
plies experts to help organize and 
maintain the town guard groups. 

Through keeping us informed as 
to what is being done in other parts 
of the state, our town guards are 
kept interested in the work they are 
todo. The amount of one loss from 
hold-up, in many cases, would pay 
the association dues of a bank for 
many, many years. 

A movement that is now greatly 
benefiting banks is the credit bureau. 











YOUR 


Christmas Club! 


Is it the outstanding 
club in your city? 


If not, make it so by using the one line 
of Christmas Club supplies possessing 
individuality and character. The line 
that creates that impelling desire to 


“Join Today” 


You owe it to your institution to ex- 
amine our line and prices before placing 
your order. THAT’S ALL WE ASK. 
The attractiveness of our literature 
when compared with that of others will 
do the rest. 


Our Line Will Get Members 





This is also being promoted by our CHECK AND MAIL THIS COUPON FOR PROMPT REPLY' 
association, as it is by many other 
state associations. Here again, it 
would be next to impossible to or- Cy All Class Coupon Book 
ganize such a bureau without some | U Pass Books quantity. 
outside influence and help. LI Double Dating System 
Through bulletins and publica- CJ Punch Card System 
tions from our association, we are C) Checks and Envelopes 
kept in touch with all such move- | C) Invitation Letters 
ments, and membership is much | O Folders 
more important these days than it C) Special Advertising and 
was some years ago, because of the System Contract 
fact that so many movements are 
under way to improve banking. 
The banker who does not keep in 
touch with things is: not only in 
danger of being very much behind 
the times but is also in danger of 
serious losses that might be prevent- 
ed by taking advantage of the bene- 
fits of membership in his state 
bankers association. 


C) Single Class Coupon Book Send us without obligation, your Christmas | 


Club Samples and quote prices on 


City and State 





Attention 





‘THRIFT SYSTEMS CO.), Inc. 


31 Nassau Street, NEW YORK 


ESTABLISHED 1916 
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Policies and Methods Applicable To 


= SECURITIES FOR BANKS 


And Their Customers 
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Consider the municipality and its development in selecting 
municipal bonds for investment. 


electing Municipal Bonds 


17 Questions To Ask 


E usually find it advisable to 
recommend municipal bonds to 
our best customers and prospective 
customers, as a part of their buying 
programs. We have found that it 
pays to give them a basis for passing 
judgment on the bonds themselves, 
so we have worked out the following 
list of questions which we suggest a 
bank ask regarding each municipal 
bond. Naturally, we try to provide 
satisfactory answers to each of these 
questions in our literature. 
1. What is the underlying basis 
for the security of a municipal bond? 


2. From what sort of a tax is the 
bond payable? 
3. Is the municipality financially 
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By P. G. MORRIS 


Manager, Bond Department, Northern Frust Co., Chicago 


capable of carrying its debt ? 

4. Is the past history of the com- 
munity important? 

5. Are the obligations of all sec- 
tions of the country equally desira- 
ble? 

6. Of what significance is the 
ratio of debt to assessed valuation ? 

7. On what basis is property 
assessed ? 

8. Should overlapping debt be 
considered ? 

9. Is the debt of the municipality 
limited by law? 

10. Are the bonds legally issued ? 

11. What is the purpose of the 
issue ? 

12. Does the issue mature serial- 


ly, or is there a sinking fund? 

13. Which maturities are more 
attractive? 

14. Should price be a considera- 
tion? 

15. How does the yield from 
municipal bohds compare with that 
from other classes of securities? 

16. Are municipal bonds readily 
marketable? 

17. Did a responsible investment 
house underwrite the issue? 

A convenient way to be assured 
that all of the above questions have 
been satisfactorily looked into, is t0 
go to an experienced and responsible 
municipal bond dealer for advice in 


selecting municipal bonds. 
(Continued on page 62) 
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inancing 


The | 
Capacity 


MERICAN industry moves in 
giant strides ... . To continue 

its advance towards higher levels in 
public welfare, industry requires new 
capital and sound financial structures 
.... The services of our organization 
bring more than a quarter of a 
century of successful experience in 
the adequate financing of both large 
and medium sized enterprises... . 
Such financing involves much more 
than that of the moment and 
demands a continuation of respon- 
sibility towards the protection of 


future POUMMOMNENE. wc es 


. 


Nw 


VAT 


nomical financing for any business institution 


As underwriters, wholesalers and distributors 
of general investment securities, our capacity 
. y CS y and 4 and equipment assure prompt, efficient and eco- 


Investment Securities 


231 


New York ~ Boston - Philadelphia « Pittsburgh - Providence - 


for which we accept financing responsibility. 
A large number of investors rely upon our 
investment recommendations. 
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SOUTH LA SALLE STR EB ET CHICAGO 


Detroit - Minneapolis « St. Paul . Des Moines - Kansas City 
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New York Stock Exchange 
Members ~ St. Louis Stock Exchange 
N.Y. Curb Market (Associate) 


WALDHEIM, PLATT & CO. 


Investment Securities 


513 OLIVE STREET 


ST. LOUIS 


CEntral 8400 
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UNDERWRITERS — DISTRIBUTORS 


OF 
GOVERNMENT 


PUBLIC UTILITY 
RAILROAD 


INDUSTRIAL 
MUNICIPAL 
REAL ESTATE 


BONDS 


Is yours one of the one thousand Banks in the 
Middle West that is making use of the Free Serv- 
ices furnished by our Statistical Department? 


George Woodruff, Chairman of the Board 
Frederick W. Woodruff, President 

Louis R. Peyla, Executive Vice-President 
Fred M. Chamberlin, Vice-President 

Alfred J. Stoos, Vice-President 

Richard B. Vance, Secretary and Treasurer 














State and municipal bonds ag , 
class represent the strongest ang 
most dependable type of security gb. 
tainable, second only to the obliga. 
tions of our own national goverp. 
ment. A default in the case of g 
direct obligation municipal bond js 
practically an unheard of occasion, 

Municipal bonds are exempt from 
all federal income taxes. The only 
other securities enjoying complete 
exemption from such taxes are fed. 
eral and joint stock land bank bonds, 
the obligations of United States ter. 
ritorial possessions, First Liberty 


Loan 312% bonds and federal issues | 


dated prior to September 1, 1917. 
How The Bankers Monthly 


Helped Our Bank : 
By R. S. CuarKe 


Manager, Business Extension Department, Genesee 
County Savings Bank, Flint, Mich. 


We fear that in most of us there 
is a little of that ‘‘I told you so” 
spirit. At any rate, when we se 
that someone else has the same idea 
about a certain thing that we have, 
we naturally feel more confident 
about our own theories. So it was 
when we read Mr. Burch’s article 
entitled ‘‘New Business Manager is 
Host’’ in a recent issue of Tue 
BANKERS MONTHLY. 

About a year ago our directors 
decided that the place for the new | 


business manager of a bank was not | 


in an obscure office in a remote | 
eorner of the bank building, but | 
rather in the lobby of the bank, 
where he would be constantly in 
touch with the bank’s customers, 
opening new accounts and acting a 
‘‘liaison officer’? between the cus- 
tomer and the various departments. 
It just happened that at about 
the same time they had under con- 
sideration plans for increasing the 
size, both of the banking room and | 
of the safe deposit vault. Therefore, 
the idea of a new accounts desk and | 
a place for the new business depart- 
ment in the bank lobby was incor 
porated in the changes to be made. 
On completion of the changes, We | 
moved into our new quarters on the | 
first of January. After thre 
months, we can safely say that the 
practical results obtained are numer 
ous and well worth while. Besides 
being able to meet every new cls § 
tomer under agreeable conditions, We | 
have been able to sell them on the F 
various services of the bank and 
make valuable contacts which wert 
never possible under the old syste 


em 
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of having customers open their ac- 
counts at the wickets. 

As an information desk and per- 
sonal service bureau, we have been 
kept constantly busy. Our duties 
range from minding babies to mak- 
ing out income tax reports. In all 
our dealings with our customers we 
never lose sight of the fact that we 
have valuable information to impart 
about the various services of the 
bank which, when taken advantage 
of by our customers, prove of mutual 
benefit. 

We also feel that our advertising 
has taken on a different tone al- 
together, for now we are continually 
receiving inspiration and new ideas 
from our contact with our cus- 
tomers. For instance, every new 
eustomer is asked during the course 
of our first conversation why he or 
she chose our bank in preference to 
another. The results have been care- 
fully tabulated and for the first time 
we know definitely why our new 
clients come to us. This information 
is of tremendous value when we are 
writing advertising copy. It gives 
us a clear-cut base on which to build 
our advertising policy. 

Incidentally, there are several 
other benefits which we receive from 
this contact. For instance, our 
central file is more up to date and 
our cards show prospective business 
that taxes the capacity of our de- 
partment to cope with. 

So when we read Mr. Burch’s 
article we were immediately prompt- 
ed to send a copy of the issue of 
THE Bankers Monruty to each of 
our directors, for we knew they 
would be as pleased as we were to 
know that someone else is getting 
worth-while results from the same 
idea—a confirmation of their judg- 
ment and foresight. 


New Air Mail Service 


It is now possible to transport mail 
trom one coast to the other in 31 hours. 
This is of special interest to bankers for 
it makes an additional saving in clearing 
transit items. 

The American Air Transport Associa- 
tion estimates that this will be a saving 
of 12 hours over previous schedules. 
This new schedule is made possible by 
the completion of lighting for night fly 
ing between Salt Lake City and San 
Francisco. 

Mail has previously arrived at the 
coast terminals in the evening too late 
for delivery. Now the mail will arrive 
on the morning of this same day. 


Building a Secondary Reserve 


‘From the Ground Up’”’ 


How Local Conditions Govern 





UT Government \ 





Farm Loan_\ 
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HOUSE on a hill and a house in a valley would properly 
be built along quite different lines—each a shelter, but 
each adapted to the surrounding topography and the 

kind of soil. The need for a preliminary survey of local condi- 
tions and adaptation to them is just as needful in a well con- 
structed bank bond account. * 


A bank in a middle western grain-growing community, for 
instance, in constructing a secondary reserve, would need bonds 
quite different from those which should be selected by a bank in 
an eastern manufacturing community. Both, of course, must 
have the fundamentals of safety and income. But in the type of 
security each bank has a problem peculiar to itself. 


In a strictly agricultural region, the peak for loans and with- 
drawals might fall in the late spring and summer months. It 
would likely show a concentration of deposits in the fall, after 
the harvest. These facts would have a bearing in choosing bonds 
of proper maturities. Moreover, the agricultural character of 
the community’ would indicate a need for diversification in 
industrial bonds. 


On the other hand, a bank in a manufacturing center would 
likely find better diversification in utilities, farm loan bonds, 
municipals, or bonds of industries quite different from those 
carried on locally. 


The investment policy of a bank calls for a broad view of the 
entire reserve structure, primary and secondary. Each bank pre- 
sents a different combination of the determining factors. For 
years we have been workinz with banks of all sizes and‘in 
diverse communities. If we can be of aid in arriving at an 
investment policy adapted to your needs, we shall be very glad 
to serve you. 


Every Thursday Evening—Hear the Old Counsellor on 
the Halsey-Stuart Program. A unique radio program, 
featuring helpful advice on how to invest your money.... 
music by instrumental ensemble. Broadcast from Coast to 
Coast through W-E-A-F and 38 stations associated with the National 
Broadcasting Company. 9 P. M. Eastern Standard Time 8 P. M. 
Central Standard Time - 7 P. M. Mountain Standard Time - 6 
P. M. Pacific Standard Time. Daylight Saving Time, one hour later. 





HALSEY, STUART & CO. 


INCORPORATED 
CHICAGO 201 South La Salle St. NEW YORK 35 Wail &:. 
PHILADELPHIA B11 South Fifteenth St. DETROIT O01 Griswold St. CLEVELAND 925 Euclid Ave, 
ST. LOUIS 319 North Fourth St. BOSTON 85 Devonshire St. MILWAUKEE 425 East Water St. 
PITTSBURGH 307 Fifth Ave. MINNEAPOLIS 608 Second Ave., South 








DATE 


June 5-7 
June 6-7 
June 10-12 
June 10-14 
June 11-12 
June 12-14 
June 12-15 
June 14-15 
June 14-15 
June 17-18 
June 17-19 
June 17-19 
June 17-19 
June 18-20 
June 19-21 
June 20-21 
June 20-22 
June 20-22 
June 20-23 
June 21-22 
June 22 
June 24-27 
June 25-27 
Sept. 23-25 
Sept. 30- 
Oct. 3 


Oct. 13-19 
Oct. 30- 
Nov. 2 





EVENT 





PLACE 


National Association of Mutual Savings Banks Saranac, N. Y. 


South Dakota Bankers Association 
Wisconsin Bankers Association 
American Institute of Banking 
North Dakota Bankers Association 
West Virginia Bankers Association 
California Bankers Association 
Massachusetts Bankers Association 
Connecticut Bankers Association 
Oregon Bankers Association 

New York State Bankers Association 
Minnesota Bankers Association 
Iowa Bankers Association 

South Carolina Bankers Association 
Illinois Bankers Association 
Kentucky Bankers Association 
Washington Bankers Association 
Virginia Bankers Association 
District-of Columbia Bankers Association 
Colorado Bankers Association 
Maine Bankers Association 
Michigan Bankers Association 
North Carolina Bankers Association 
Morris Plan Bankers Association 


American Bankers Association 
Investment Bankers Association 


Financial Advertisers Association 


Rapid City 
Milwaukee 

Tulsa, Okla. 
Minot 

Bluefield 
Sacramento 
Swampscott 
Swampscott 

La Grande 
Toronto, Canada 
Minneapolis 
Undecided 
Greenville 

Aurora 

Paducah 

Spokane 

Old Point Comfort 
Montauk Beach, L.I., N.Y. 
Colorado Springs 
So. Poland, Maine 
Charlevoix 
Asheville 

White Sulphur Springs, Va. 


San Francisco 
Quebec 


Atlanta, Ga. 





Commodity Price Stabilization 


A False Goal 


By BENJAMIN M. ANDERSON, Jr., Px.pD. 


The Chase National 
City of New 


Bank of the 
York 

Vigorous propaganda is being made, in 
both Europe and America, in behalf of 
a dangerous economic fallacy. It is pro- 
posed that central banks, including oy, 
own Federal Reserve shall be 
guided in their credit policy by one sole 
objective, namely, the stabilization of the 
general level of commodity prices. Ajj 
other considerations are to be made syb. 
ordinate to this end. 


System, 


In opposition to this doctrine, I offer 
the old-fashioned view of central bank 
policy, namely, that it should be guided 
by the banking position of the country 
and the state of the money market. Where- 
as the new theory asks a central bank to 
stabilize the commodity market, I main. 
tain that it has a great enough task jn 
steadying the money market. 

(1) The first business of a central bank 
is to maintain the gold standard by con. 
verting paper money into gold on demand 
at all times. (2) Central banks should 
ease off monetary stringencies, and pre- 
vent 
into 


business crises from degenerating 
panies. (3) In times of 
great speculative excesses, whether in com- 
modities or in central banks 
should prevent the extension of unsound 
credits by tightening the money market 
(4) It is not the business of a central 
bank to finance a boom, least of all a stock 


market boom. 


money 


securities, 


Specialists 


in the distribution and underwriting 
of Corporation and Municipal Bonds 
and Junior Corporate equities. 


BROKAW 


AND COMPANY 


105 South La Salle Street 


CHICAGO 
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Do Advertisers Weigh Banking 
When Applying For Credit? 
In the April 4 Printers’ Ink, 

William T. Mullally makes an inter- 


esting comment on an article which | 


appeared in the March 7 issue of 
Printers’ Ink, and which is of special 


interest to bankers. The following | 


js quoted : 

‘‘In the March 7 issue of Printers’ 
Ink there appeared an article by G. 
Prather Knapp, entitled: Do Bank- 


ers Weigh Distribution Systems | 


When Granting Credit? In this 
article, Mr. Knapp declared: ‘The 
banker who does not distinguish be- 
tween credit risks where distribution 
systems are of unequal efficiency is 
in grave danger of making some bad 
commitments and of overlooking 
some good bets.’ 

“That is an excellent point. But 
what about the other side of the 
fence? What do advertisers know 
about the proper methods of pre- 
senting advertising and distributive 
systems to the bankers? 

“If advertising and systems of 
distribution have not always been 
given sufficient consideration, may 
it not be due to faulty presentation ? 
I am convinced that when the ex- 
ecutives of advertised businesses pre- 
sent their plans in such a way as to 
appeal to these business executives, 
the advertiser will not be bothered 
with the question of credit. Why 
should not a plan of advertising be 
just as convincing as an architect’s 
blueprints ?”’ 


We make friends only by being 
friends ourselves. 


An Idea for Protecting 
Farm Loans 


“Every farm owner is his own 
building inspector and is responsible 
for any construction that constitutes 
a fire hazard,’’ say the authors of 
Farmers’ Bulletin 1590-F. The 
title of this bulletin is ‘‘ Fire-Protee- 
tive Construction on the Farm.’’ It 
is published, and may be secured, by 
addressing the United States Depart- 
ment of Agriculture, Washington, 
D.C. It is free, and, no doubt, any 
banker could get sufficient copies to 
distribute to those farmers who have 
mortgages in his bank. 

The idea of this bulletin is to make 
the farmer appreciate the import- 
ance of avoiding fires and to show 
him how to avoid fires. 
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A NATIONAL CITY 
MAN CAN HELP YOU 


---when you want 
to diversify 
your bond account 


The more carefully your investments are 
balanced, one type against another, the 
greater your security and the surer your 
income. The bonds offered you by The 
National City Company are widely diversified 
— Governments, Municipals, Railroads, 
Public Utilities, Industrials, Foreigns. In our 
current list you are almost sure to find issues 
which will round out your account. A National 
City man at our nearest office is familiar with 
the investment requirements of banks and 
will help you make selections. 





The National City Company | 


National City Bank Building, New York 
Offices in more than 50 leading cities throughout the world 
BONDS +» SHORT TERM NOTES + ACCEPTANCES 
































HE article “Qualifications for Bankers” 
appearing in your publication, THE BANKERS 
MONTHLY, is rather unique in nature coming from sev- 
eral authorities on banking. 

The suggestions made by these several commissioners of 
banks including our own Mr. Veigel, Commissioner of Banks 
for Minnesota, are to the point and very much worth while. 
No banker can read this article without unconsciously taking 
an inventory of himself—a sort of self examination. It be- 
hooves us all to occasionally check ourselves up. Man is 
| least acquainted with himself. A careful study of this article 
| by officers and employees should prove most helpful. 








GEORGE SUSENS 


Secretary, Minnesota Bankers Association 











MICHIGAN AVENUB AT WASHINGTON STREET 


Investment 
Counsel 


for 
‘Banks 


Banks throughout 
the Middle West are 
cordially invited to 
consult the Peoples 
Securities Company 
at any time concern- 
ing investments. 

We are always 
glad to give facts 
and statistics from our data on the investment market in general 
or on specific bond issues... to report business trends or the 
condition of a certain industry or type of business . . . to recom- 
mend current offerings suitable for resale to customers or to 
study the investment needs of an individual bank and recom- 
mend the issues that best meet those needs. 

Requests for investment counsel will receive the personal 
attention of our officers. 


PEOPLES SECURITIES COMPANY 


AFFILIATED WITH 


The PEOPLES TRUST AND 
SAVINGS BANK 


OF CHICAGO 







































HE article in a recent issue of THE BANKERS 
MONTHLY is very timely and interesting, 
and along the lines of work we intend adopting 
in our association—that is,—to educate our bank- 


ers to the fitness of their profession, which we be- 
lieve will encourage them to appreciate it as a 
profession, rather than as a “trade.” 


F. H. PARKER 


President, Mississippi Bankers Association 
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Stabilization of Prices, by Joseph Stagg 
Lawrence, Instructor of Economics anj 
Social Institutions, Princeton University, 

This book, as the subtitle states, is 3 
critical study of the various plans propose 
for stabilization. It develops the fac 
that there is not sufficient data availabl. 
on which to base a stabilization plan that 
will prove effective in practice. By dwell. 
ing upon the different theories advanced, 
and upon the experience of the Federg) 
Reserve Board and the central banks of 
England and of Europe, the author shows 
in a convincing manner that none of the 
methods suggested would stabilize prices ag 
effectively as has the gold standard iy 
the past. A table of contents giving q 
summary of each chapter, repetition of 
the summary at the beginning of each 
chapter, a selected bibliography, a com. 
prehensive index and a reference for each 
statement of fact or quotation, together 
with numerous tables and charts, add 
to the value of the volume as a book of 
reference. Published by Maemillan (o, 
i ee 


The Plunger by Edward Jerome Dies 
is a dramatic story of ‘‘Old Hutch,’’ the 
most picturesque plunger in history of the 
wheat pit. 

Through the genius of Old Hutch, banks 
and insurance companies were established, 
the packing industry given feverish incen- 
tive, and La Salle street made to hun 
with activity. The story depicts the eco 
nomic and social conditions of an er 
which is just beginning to achieve enough 
perspective for judgments to be passed 
on it. It is a portrait of a period in 
which Chicago was rising to glory out of 
ashes. 

It is the story, too, of a new age when 
men no longer stake immense fortunes on 
vast holdings and fight duels with money 
bags, an age of competent, regulated 
speculation, in which commodity and stock 
exchanges serve the public, expedite com- 
merce, and aid national prosperity. Th 
Plunger is a contrast of the old and the 
new, with the dim figure of Old Huteh 
emerging out of a misty past and again 
strutting his brilliant way across the stage 
of the Pit. 

Mr. Dies, advertising man and member 
of the Chicago Board of Trade, has been 
associated with the administrative braneh 
of the exchange for several years. His 
books and magazine stories have given 
him wide reputation both as an author 
and as a student of speculation. IM 
Plunger is published by Covici-Friede, Inc, 
New York, price $3, cloth, 249 pages. 


India in 1927-28. This is an official 
publication of the British Library of ir 
formation and gives complete statistics 
and facts regarding India during the 
period mentioned. The figures on imports, 
exports, production and finance will be of 
special value to bankers. A copy may 
be had by addressing the British Library 
of Information, Room 1003, Fred F. 
French Building, 5 East 45th St., New 
York City. The price is $1.50. 
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The New Way to Net Profits, by Fred 
W. Shibley. Industrial economics, as seen 
from the standpoint of the business execu- 
tive, is a fascinating study for those en- 
gaged in important business operations. It 
is more than that. It is an imperative 
study, under present-day conditions, when 
the fittest survive only by the hardest effort. 

Diseussing clearly the necessary work of 
market study, sales forecasting, budgetary 
control, research and allied scientific 
methods, Mr. Shibley looks at successful 
industry as exemplified in General Motors, 
General Electric, Montgomery Ward, 
United States Steel, and other outstanding 
corporations. At the same time, the prin- 
ciples discussed are applicable to smaller 
industrial enterprises as well. Brought to 
the necessity of following scientific methods 
by the rigors of 1920, individual corpora- 
tions are forced to continue such methods 
or succumb before competitors who do. 
Published by Harper & Brothers. Reviewed 
by R. E. Fields, Adv. Mgr., Caldwell & Co., 
Nashville, Tenn. 


Real Estate Financing, by North, Van 
Buren, and Smith. 

The authors have here combined a hand- 
book for the initiated, and a textbook for 
the novice in real estate finance. The 
practical and the academic have been joined 
to provide a comprehensive study of the 
entire field. The chapters on Land Trusts, 
Co-operative Ownership, and Financing the 
Subdivision will be of timely interest to 
operators and bankers in cities where there 
is current activity in those fields. An 
appendix provides illustrative forms of 
most of the instruments used in modern 
real estate practice, and is an invaluable 
addition to the volume. 

As a notable contribution to the written 
record of real estate practice, the work 
should find ready acceptance among bank- 
ers, real estate operators, and attorneys. 

Published by Prentice-Hall, New York, 
$6.00. 


The Credit Position of Germany—a book- 
let published by the Institute of Inter- 
national Finance. It discusses Germany’s 
foreign loans, reparations, foreign trade, 
distribution of German trade, balance of 
payments, currency and banking, com- 
mercial banks, agricultural mortgage credit 
and other equally pertinent subjects. 

It may be procured from Dr. John T. 
Madden, director of the Institute of Inter- 
national Finance, 90 Trinity Place, New 
York City. 


Bank Advertising Production. This is 
anew book by an advertising production 
man and covers all phases of the mechan- 
ical side of advertising. Good advice is 
given to the man himself regarding devel- 
oping the necessary abilities, and specific 
instructions are provided on the subjects 
of printing, engraving, and buying. The 
book is copiously illustrated, and is pub- 
lished by the Bankers Publishing Company, 
Tl Murray St., New York City. 


Branch Banking in England—By Luther 
A. Harr. A discussion of the development 
of England’s ‘‘ Big Five’’ banks as a com- 
parison with the American system. Pub- 


lished by University of Pennsylvania Press. 
$2.50, 





“Information, please!” 


NFORMATION operators are called 

more than one million times a day. 
More than three thousand specially 
trained operators are needed in the Bell 
System to furnish this important service. 
In the larger cities additions to and re- 
visions in the subscriber listings are 
printed each night and distributed to 
the operators. One of the important 
functions of this service is to supply the 
numbers of the additional telephones 
which now are being connected to the 
System at the rate of 800,000 a year. 


Reasons Why Careful Investors Choose 
American Telephone and Telegraph 
Company Stock 


The American Telephone and Telegraph 





Company, with its predecessors, have 
paid dividends regularly for forty-nine 
years. The Bell System is expending 
more than five hundred million dollars 
a year for plant and equipment. Through 
a far-sighted management, the Bell 
System maintains telephone service at 
the lowest cost consistent with financial 
safety. 


More than 450,000 stockholders own 
American Telephone and Telegraph 
Company shares, which areso widely dis- 
tributed that no one stockholder holds 
as much as 1% of the total capital 
stock. 


May we send you a copy of our booklet, 
“Some Financial Facts’? 


BELL TELEPHONE 
SECURITIES CO. Jue. 


195 Broadway 
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} New York City 


Monthly Tells How To Do 


One of the things about THE BANKERS MONTH- 
LY that makes it so valuable to its readers is the 
fact that every article tells you definitely how to 
do something in a bank, either how to get new 
business or how to do one of a million other things. 


EDITH M. ROSE 


Union Trust Company, Detroit, Mich. 
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“He might have cavered 2 
the shrinkage by Insurance.” 


could have made certain with a 

Life Insurance Trust that the 
provisions of his will would be carried 
out in full. With adequate cash 
funds instantly available, strong 
hands and keen minds would have 
taken up the task where he left off. 
What he had built would have 
remained intact. 


The establishment ofa Life Insur- 
ance Trust with a Bank or Trust Com- 


INQUIRY BUREAU 
>PPPPPPPPP 
B.M. 


POSITION OPEN 


For a certain sort 


of Banker 


Ability to make the sort of talk that stimu- 
lates Directors, Officers and Employees to 
personal effort for new accounts— 


This will qualify a banker under 40 (better 
still, under 35) for a position now open with a 
BANKERS MONTHLY subscriber. 


In reply, please be specific as to business 
career, education, and experience in making 
business talks. Your wishes will be respected 
as to strictly confidential treatment of your 
letter by the Rand M‘Nally man who reads it. 


Address 
The Publishers 
THE BANKERS MONTHLY 
536 South Clark St. 
Chicago, Illinois 








A SINGLE OVERSIGHT 


reduced by 187% an estate it took him a business lifetime to build 


pany as your trustee is a sure and safe 
way to have your wishes carried out. 

May we send you our booklet, 
“Estate Conservation and Life In- 
surance Trusts’? It contains in- 
teresting facts and prattical sug- 
gestions for the man who is proud of 
his success and wants it to be carried 
on undiminished for the benefit of his 
dependents and beneficiaries. Send 
for it today. 


d4444444 


Lire INSURANCE COMPANY 


OF BosTON. MASSACHUSETTS 


197 CLARENDON ST. 
Please send booklet, “Estate Conservation and Life Insurance Trusts.” 


BOSTON, MASS. 
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How To Invest Your Money 


‘‘Investment Fundamentals’’ by J, 4. 
Billington and Bernard Krog is really q 
readable book. It is readable for two 
major reasons; first, it treats in a broad 
way the chief factors of investing money 
to build up an estate; second, it treats 
this subject in a clear-cut style that makes 
the book as interesting to read as fiction, 

The book is written primarily for the 
‘average investor’’, but even old-time 
ticker hounds and veteran bond buyers 
will find much of interest in the twelve 
chapters covering among other subjects, 
the following: 

Reading an investment circular, How 
to analyze investments, Four factors of 
investment risk, Commodity prices and 
investment values, The what and why of 
Wall street. 

Perhaps the most helpful chapter is 
the one on ‘‘Commodity prices and ip. 
vestment values.’’ This chapter points 
out clearly the many often-overlooked 
reasons why bonds that were good ‘‘buys’’ 
years ago turn out to be poor invest- 
ments today, through decreased purchasing 
power of the dollar. How money rates 
follow commodity prices is dwelt on at 
length and illustrated with a comprehen. 
sive chart. 

‘Investment Fundamentals’’ is a book 
that the banker will want to read and 
that will also serve admirably for dis. 
tribution to bank bond customers. Espe- 
cially is the book ideal for distribution 
to savings depositors who are about ready 
for the investment stage and who should 
be informed about some of the funda. 
mentals. 

With a slow market for bonds at the 
present time, this compact little volume 
(151 pages) is doing its share towards 
steering potential investors clear of the 
pitfalls of unwise speculation and into 
the more sensible channels of diversified 
investments backed up by competent in- 
vestment bankers. 

Investment Fundamentals. By Billing- 
ton and Krog. Published by Investment 
Advertising Company, Chicago, Ill. Price 
$2.50. 


Lonsdale Advocates Tax 
Reformation 


A reduction of income taxes for in- 
dividuals and corporations, and more uni- 
formity in taxing methods, was advocated 
by John G. Lonsdale, president of The 
National Bank of Commerce in St. Louis, 
in speaking on ‘‘The tax dollar’’ before 
the seventeenth annual convention of The 
United States Chamber of Commerce in 
Washington, D. C. 

‘*The income tax on corporations is 
too high,’’ said the speaker, ‘‘and I should 
like to go on record unequivocally for an 
adequate reduction. Such a tax siphons 
out corporation revenue, and continuation 
of this unjustifiably high levy is defensible 
only in the narrowest conception of er 
pediency. Likewise, the tax on capital 
gains should either be abolished or ma 
terially reduced. 

‘‘The tax on earned incomes also de 
serves attention, because in its present 
status it imposes a penalty on thrift.’’ 
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Guaranty Trust Merger 
Completed 


The merger of the Guaranty Trust Co. 
of New York and National Bank of Com- 
meree in New York was officially con- 
summated when the combined institution 
opened its doors on Monday morning, May 
6, 1929, under the name of the Guaranty 
Trust Co. of New York. 4000 employees of 
both banks gave up their Sunday holiday 


‘ May 5 to rehearse operating as a single 


unit. 

By a special arrangement with postal 
authorities, the bank’s mail was received, 
sorted and a regular day’s business carried 
on with the exception of the fact that there 
were no customers. By giving employees 
time to become acquainted and working un- 
encumbered on a holiday, the physical 
changes in the organization were fully com 
pleted and any wrinkles in operation ironed 
out. 

Private offices of James S. Alexander, 
chairman of the board, Charles H. Sabin, 
vice chairman, and William C. Potter, 
president, will be located on the recon- 
structed mezzanine floor, instead, as here- 
tofore, on the main banking floor. 

The consolidation brings the enlarged 
institution eapital, surplus and undivided 
profits of more than $184,000,000, and is 
regarded as the logical fusing of resources, 
facilities and organization. It provides 
for important operating economies and a 
wider extension of activities along bank- 
ing, trust and investment lines. 

Matthew S. Sloan, president of the New 
York Edison Co., was elected a director of 
the company. 

In addition, the following appointments 
were announced. Stuart H. Patterson, 
vice president and comptroller; Robert L. 
Garner, vice president and treasurer; G. 
Jarvis Geer and J. Wesley Conn, vice presi- 
dents. 


Buffalo Has $5,000,000 
Bank Merger 


Merger of the Liberty Bank of Buffalo 
and the Community National Bank was 
announced recently. 


Oliver Cabana, Jr. will be chairman of 
the board of directors. George G. Klien- 
dinst, president of the Liberty Bank, will 
continue as president of the merged banks, 
and Robert W. H. Campbell, president of 
the Community National Bank, will be- 
come vice president. 

With the mergers of the Liberty and 
the Frontier National Bank, recently 
voted on, and the Community National 
Bank, the deposits of the Liberty Bank of 
Buffalo will be approximately $100,000,000. 
These merged banks will have $5,500,000 
capital, $10,000,000 surplus, and undivided 
profits of $1,125,000. The combined re- 
sources of these three banks will total 
more than $120,000,000. 


WALTER W. HEAD, president of The 
State Bank of Chicago, was recently re- 
elected president of the Boy Scouts of 
America for the fourth year. 
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Conservative Securities 
and Investment Service 


for Banks 


‘ 


Joun R. Loncmire - - - President 
BenjaMIN F. Frick, Jr. - Vice President 
SamueEt B. Brain - - - Vice President 
Epaar L. Roy - - - Treasurer 
James F. Quice - - - - = Secretary 
Orvitte Grove - - - - - Assistant Vice President 
Joun M. Bowtin, Assistant Vice President (New York) 
Georce F. Craves - - - - Assistant Vice President 


Wittram J. Lavery - - Assistant Secretary (Chicago) 


OMPANY 


Y TRUST CO. 


FOURTH ano PINE 
ST.LOUIS 


The Outstanding Periodical of 


American Banking 


Each BANKERS MONTHLY has a world of ideas on tried 
policies and tested plans to help you reduce your bank's expenses, 
increase its income, and multiply its profits. Thousands of banks 
are now benefiting from the use of plans secured through THE 


BANKERS MONTHLY 


Enclosed with this issue is an order blank for those who are 
not now subscribers. THE BANKERS MONTHLY is $5 a year 
—two years for $7.50—three years for $10. 


536 So. Clark St., Chicago, Il. 













The Gerlach=Barklow Company 


The Gerlach=-Barklow Company and subsidiaries 
constitute one of the largest corporations in the 
world engaged in the manufacture and sale of 
high class color printing by many processes, in- 
cluding Art Calendars, Greeting Cards, Direct 
by=-Mail Advertising Media, Booklets, High 
Class Leather Specialties, Juvenile Books, 
Framed Mottoes, Pictures, Bridge Accessories, etc. 






























Its products are sold to over 50,000 customers 
annually, including banks, manufacturers, de« 
partment stores, book and stationery stores. 


The principal companies, TheGerlach=Barklow 
Company of Illinois, The P. F.Volland Company 
and Rust Craft Publishers, Inc., have been in ex« 
istence since 1907. Each one has, since its incep- 
tion, shown a substantial net profit and has 
paid dividends without interruption on its 
capital stock. 


Net earnings for 1928 amounted to $700,603; 
6.14 times the maximum interest requirements 
on the Debentures outstanding with the public. 


ae ’e consider The Gerlach-Barklow Company 
A_descriptive 6% Gold Debentures an attractive invest- 


folder will be ment at current market prices. 
sent on request. 


Ask for BA«6. 


AC.ALLYN“» COMPANY 


INCORPORATED 


Investment Securities 


67 West Monroe Street, Chicago 


NEW YORK BOSTON PHILADELPHIA DETROIT 
MILWAUKEE ST. LOUIS MINNEAPOLIS SAN FRANCISCO 


HILE absent in San Francisco on a vacation, I have 

spent considerable time in studying the April number 
of THE BANKERS MONTHLY, which I believe is the best 
issue that you have mailed to your subscribers. 

Your 27 suggestions on page six are timely and important 
for nearly all bankers. The article starting on page 13, 
entitled, “Two Million Growth” as the result of a new 
building costing $900,000, has been read with more than 
ordinary interest and clearly indicates what the construction 
of a new bank building may mean to any bank. 

The article on page sixteen, entitled, “Departmental 
Earnings”, by H. N. Stronck, is very good. His articles are 
educational and should be read by all bankers. 

I congratulate you on the April issue, and extend best 
wishes for the future. Very truly yours, 


T. N. MeCAULEY 


President, Consolidated National Bank, Tucson, Arizona 
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A Service For Executives 
In Finance Management 


It is interesting to know that an oly 
established institution like The Alexander 
Hamilton Institute, has provided a courg 
for bank executives in finance management. 
This course is described in an interesting 
booklet, which will be sent upon request, 
The address is, Alexander Hamilton Ip. 
stitute, 850 Astor Place, New York City. 

For men who feel that they require 
guidance in the principles of finance 
management, the Institute now offers jm. 
mediate and specific help to the man who 
is shaping his career along the financig] 
side of business. The Institute is now 
ready to serve the man interested in finance 
by bringing to him the opportunity for 
studying those business subjects that have 
a particular bearing on his personal and 
immediate problems. 

Perey H. Johnston, President of the 
Chemical National Bank of New York js 
quoted as having said that this is the most 
significant step taken in business educa- 
tion in the past 10 years. 

It is apparent that studies of this sort 
will be especially helpful to bankers, 


Sands To Outline His 
Reserve Plan 


Oliver J. Sands, president of the Amer. 
ican Bank and Trust Co., will present to 
the assembled bankers of Virginia and 
West Virginia at their annual conventions 
this spring a proposal for increased re- 
turns to member banks of the Federal 
Reserve system. 

The plan provides for distribution to 
the stockholders on the basis of their 
required reserve with the Federal Reserve 
bank a portion of the surplus earnings 
of the bank, which are now paid entirely 
to the government as a franchise tax, after 
the bank’s surplus has reached a figure 
equal to its capital. 

The move is designed to make member- 
ship in the Federal Reserve system more 
attractive to state banks and so increase 
the membership, which now consists of 
only 9004 banks out of a total of 26,714 
state and national institutions in the 
United States. ‘‘If the system is to en- 
dure,’’ the Richmond banker said, ‘‘then 
it must pay. Bankers are patriotic ani 
broadminded and have a reasonable amount 
of civic consciousness and appreciation of 
their responsibilities to society, but so long 
as the banking business is conducted for 
profit, earnings will far outweigh the in- 
tangibles.’’ 


Midland Bank To Erect 
Distinctive Building 


An eighteen-story Midland Bank Built 
ing, with an imposing lobby finished in 
English Oak, and with distinctive offices 
for the bank and for The Midland Corp., 
will be the next unit of the Cleveland 
Union Terminal development in downtown 
Cleveland, it has been announced. 

The plans for this building, prepared 
by Graham, Anderson, Probst & White, 
architects for the Terminal Group, were 
made public by John Sherwin, Jr., presi- 
dent of the Midland Bank. 
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Guaranty Trust Company 
of New York | 


a merger of 


National Bank of Commerce Guaranty Trust Company 
in New York of New York 


Organized 1839 Organized 1864 


Capital, Surplus and Undivided Profits, 
more than $184,000,000 


Se)}HE MERGER of these institutions on May 6, 1929, is a 

logical fusing of resources, facilities and organization. 

The increased capital funds enable us to meet the con- 

stantly expanding requirements of modern business. 

Our enlarged Board of Directors is representative in an excep- 

tional degree of the nation’s industrial, commercial and financial 
interests. 

The outstanding result of the merger will be to provide fa- 

cilities of even greater advantage to our clientele, in every phase 

of banking, trust and investment service, than were available 


through the merging banks operating separately. 


MAIN OFFICE: 140 Broadway 


FIFTH AVENUE OFFICE MURRAY HILL OFFICE MADISON AVENUE OFFICE 
Fifth Ave.and 44thSt. 269 Madison Avenue Madison Ave.and 60th St. 


LONDON PARIS BRUSSELS LIVERPOOL HAVRE ANTWERP 
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“Frozen” Securities Weaken 
U. S. Financial Structure 


The weakest spot in the financial struc- 
ture of the United States is to be found 
in the large volume of savings deposits in- 
vested by banks in a class of securities 
(bonds) which has been ‘‘frozen,’’ largely 
by the constantly changing policies of the 
Federal Reserve System, Representative 
McFadden, Chairman of the House Com- 
mittee on Banking and Currency, declared 
in a statement recently issued. 

In his opinion, Mr. MeFadden said, 
the marketability produced by an active 
supply and demand for the class of securi- 
ties now issued and dealt in on the stock 
exchanges demands a change in the atti- 
tude toward this class of securities. 

The restrictions imposed on the use of 
this class of securities, Mr. McFadden 
added, might well be modified, and the 
fear of a misuse which would create in- 
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particulars. 





$20,000,000 
i Bank 


During the past 7 years this bank has 
increased its deposits over 600%. 


cAsk Us to Explain to You the Reasons for 
: This Growth and How You Can Apply Them to 
pe is the Development of Your Own Bank 


A line of inquiry will bring you complete 





flation through the making liquid of fixed 
assets might be obviated by limiting the 
total volume of this class of securities 
which might be made eligible. 


Removing Psychological 
Dangers of Holdups 


In a certain city in the Midwest which 
has five banks, every bank but one has 
been held up by daylight bandits from one 
to three times. The reason this one bank 
has not been held up is because it is thor- 
oughly protected and it lets the publie know 
about its method of protection. 

The benefit that this bank derives is 
that whenever a holdup is committed, an: 
sometimes in between, customers come to 
this bank and state frankly that they want 
to have their money where not only the 
money will be protected but also their own 
lives. 


During the same 7 years it has risen in 
rank from the 15th largest bank in Chicago 
—a $28,000,000 institution — to the 3rd 
largest bank in Chicago — a $200,000,000 


During the same 7 years it has increased its 
number of bank correspondents by over 





The National Bank of the 







REPUBLIC 


OF CHICAGO :: 


Office of New York Representative, No.5 Nassau St. 
Office of Pacific Coast Representative, Citizens National Bank Bldg., Los Angeles 
Office of London Representative, 8 King William St., London, E. C. 4 
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There is always a danger of customer, 
being hurt in case of gun fire in connge. 
tion with a holdup and this psychological 
effect of the bank’s preparedness is worth 
actual dollars and cents to this institution, 


This bank is protected in several dif. 
ferent ways. It does not depend entirely 
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A typical bandit-proof installation in 
The Welleston Trust Co. of St. Louis. 





upon an alarm. Neither does it depend 
upon only those alarms that are placed in 
reach of tellers and officers. Other alarms 
are placed at various places about the 
bank including the basement and the mez- 
zanine floor so that in case an employee can 
escape at the time of a holdup that pre- 
vents others from sending the alarm, the 
employee getting into another part of the 
bank ean give the alarm just as quickly. 

Protective measures are being installed 
in banks that inelude the latest devices. 
The Wellston Trust Co. of St. Louis, for 
example, has installed what is known as 
Platt bandit- and bullet-proof equipment. 
These include bullet-proof glass and bullet- 
proof wire, deal trays, and gun ports, speak- 
ing aperture and pass trays that make it 
impossible for the bandit to shoot anyone 
inside of a cage. 

By having the devices so designed as to 
comply with modern bank architecture, 
protection and confidence is secured and 
still the beauty of the interior arrange 
ment and decoration is retained. 

At least one bank builder, The J. H. Wise 
Co., Ine. of St. Louis, has specialized in de- 
signing bank buildings that can readily it 
corporate these protective features. 


one 
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The State Bank of Chicago 


handles 40,000 savings accounts with 
National Posting Machines 





In its half-century of service to the 
public the State Bank of Chicago has 
taken many steps to expand and 
improve its service to customers. 


One of these steps, and a decidedly 
important one, was the installation of 
National Posting Machines to post 
accounts in the Savings Department. 


The manager of this department has 
watched the results of this installation 
both from the standpoint of the bank 
and of its depositors. 
And he says this of the 
machines: 


**These machines are 
quick and accurate, and 





give splendid satisfaction. Our cus- 
tomers often express pleasure and 
appreciation over the correct printed 
record in their passbook which is 
always up to date. 


“The continuous audit strip gives a 
complete record of each day’s business 
and fully describes each transaction in 
the order in which it occurs.” 


This service which means so much to 
both bank and depositor is made pos- 
sible by the printing of 
three records of every de- 
posit or withdrawal at 
one operation—a feature 
available with no other 
system of posting. 


The National Posting Machine for Savings Accounts 
Product of The National Cash Register Company, Dayton, Ohio 
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Engineers National Bank Building 


In Cleveland 
it’s the 
ENGINEERS NATIONAL 


The one bank in Cleveland that is 
gaining in popularity, goodwill and 
new business, is the Engineers 
National Bank. 


Your business is solicited—it will be 
appreciated and protected. 


ENGINEERS NATIONAL BANK 


OF CLEVELAND 


St. Clair Avenue and Ontario 
Broadway and East 55th Street 





NEED 
ENVELOPES? 


HECO ENVELOPE CO. 
4500 CORTLAND STREET 
CHICAGO 
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Union Trust, Cleveland, Tp 
Organize Securities Co, 


The Union Trust Co., Cleveland, hy 
announced a plan for organizing a seeyy; 
ties company to be owned by the shar. 
holders of the ban 
and for reducing the 
par value ‘of th 
bank’s stock frop 
$100 to $25 a shar. 

The new securiti 
company will carr 
forward on an e 
panded scale th 
operations of th 
bank’s present bonj 
department, accorj. 
ing to President J. 
R. Nutt. Comment. 
ing upon the reduction in the par valy 
of the stock, President Nutt stated thy 
banks like public utilities and many great 
industrial companies have come to desir 
a wide ownership of their stock among 
their customers and the public generally, 
The bank’s plan will be carried out by 
five Trustees. 

J. G. Armstrong, assistant vice president 





J. G. ARMSTRONG 


an 


of The Union Trust Company, has been § 
made vice president, in charge of the J 


Terminal Square office. 


Foreman Bank Increases 
Securities Co. Capital 


The board of directors of THE FORE. 
MAN NATIONAL BANK of Chicago re. 
cently authorized the calling of a special 
meeting of the stockholders for June 1), 
1929 for the purpose of issuing 10,00 
additional shares of capital stock of the 
bank, thereby increasing the capital of the 
bank from $5,000,000 to $6,000,000. 

It is contemplated, if the action is ap- 
proved by the stockholders, to offer the 
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new stock to the stockholders at $600 per § 
share on the basis of one additional share § 


for each five shares now outstanding. 
Of the $6,000,000 thus realized, the 
stockholders will be requested to authorize 
the use of $5,000,000 of the new subserip- 
tion toward increasing the invested capital 
of The Foreman Securities Company. This 
action is preparatory to a substantial in- 
crease in the activities of the securities 
company in the investment banking field. 


McCain Predicts More 


Consolidations 


Commenting on the trend toward cot 
solidations in the industrial and banking 
fields, Charles S. McCain, president of the 
National Park Bank of New York, pointed 
out at the Arkansas Bankers Association 
that there were 689 mergers and consolid®- 
tions among the banks of the country last 
year. 

The formation of larger and larger units 
in industry has created a demand in the 
minds of bank officials and sto¢kholders 
for larger institutions, he explained, # 
that in place of the $100,000,000 instite- 
tions, which were formerly the standaré, 
the goal today is for billion dollar banks 







Try This Way To Sell Savings 


The picture shows the display in 
1, ha [one of the windows of the First 
secur; National Bank of Chicago. A fea- 
= | ture of this window display is a 
oe. large savings passbook, in which 
f th @ regular entries have been made. This 
fron J object lesson, of course, is designed 
share to inspire regular savings. The pass- 
UFities book is flanked on either side by 
az pictures of those human desires that 

ty @ are common to all of us. Cards tied 
' th I to the passbook itself by ribbons en- 
boul able the passbook to talk to the pros- 


“orl nective customer. These cards read 


To 










































The NORTHERN PACIFIC RAILWAY 
has planned a return trip through the Pacific 
Northwest especially for bankers: attending 
the A. B. A. meeting in San Francisco. 









The itinerary of this trip includes the pro- 
gressive cities of the Coast, Portland, Tacoma 












ent J = and Seattle — Spokane, Queen of the rich 

iment as follows E , Inland Empire = the ere Range — the 

Value I will buy your fuel at a saving. Cascades—the Rockies—Yakima Valley -- 

1 that I will buy your clothing at a sav- Montana - Bad Lands and wheat fields of 

great ; North Dakota TenThousand Lakes Region. 

duie ing. ; Spectacular scenery all along the route. 
mes I will buy your household goods at Requires little additional time or money. 

x 





erally, a saving. 








: ‘ ‘ hit TTiTiti tl mill oe Tt Also you will enjoy the luxurious comfort Ky 
ut by & I will buy your furniture at a [aa 3 of a Northern Pacific trip home—past 28 2 .@ 
saving. = At Ds °= Sie a renee 1406 smiles a rivers — pane: 
sident . 4 . — “famously good meals”, faultless service 
been I will buy your radio at a —~tene and every Setail of your journey expertly 
Eth I will buy your automobile at a arranged in advance. 
saving. 
‘ ee May we send you complete information 
A feature of the First National about this return trip planned for you? 
windows is a system of lighting that Please mail the coupon. 
; | is particularly well adapted to win- 
dows that must be used for lighting 
| the inside of the bank. The First 
ORE | National windows are high, but the 
70 re- I . . ml1,: 
seca | back of the display is low. This 


e 1) means that there is little chance of 
0,000 lighting the display from above. 

t the Footlights, similar to the footlights 
f the ona stage, are used. These strong 
5 lights are placed along the front of 
> the the window and, of course, are con- 
) pe & cealed from the view of the people 
share & on the sidewalk. The strong light, 








Mr. E. E. Nelson, | 
Passenger Traffic | 
> Manager, 160 North- 

ern Pacific Building, 
St. Paul, Minnesota 


arta 


| 
| 
Dear Mr. Nelson: I am interested in see- | 
ing the Pacific Northwest after the A.B. A. j 
Convention. Please give me further information. 







I 

the however, counteracts shadows and | 
orig | Produces an effective illumination on | FI gn 2NE oon nnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnnennens | 
crip F all objects in the window. | FBADPQ, GD Adis 
pital seniteiasiiaitianin ; } 
bes There is no need to jump to con- | QL UG GQ G0... -----n-n-nnnnnnnnnnnnennneneneneneenenenenecenenenneneneneneneees 
‘itin @ ¢USions ; the truth can nearly always us | 
ld. befound, jg-§ .j.§q  __ | gf eae BSS ESSESE-----------------nn-nnnwwnnvnnncnnncnnennnnnsecnncnnncnacencnsasenacsscsencscesas i 


A window like this will sell the passbook to the man on the street. It appeals to the human desires common to all people. 
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Banking Detail 


HE detail that must be handled by 

your bank —any bank— is tremendous. 
Constantly situations arise in which a strong, 
efficient correspondent bank is indispensable. 
Our world-wide facilities make this an ideal 
banking connection for you. 


The Foreman National Bank 
The Foreman Trust And Savings Bank 


La Salle and Washington Streets, Chicago 


RESOURCES EXCEED 125 MILLION DOLLARS 
WITHOUT THE AID OF CONSOLIDATION 


A NEW BOOK 
BANK ADMINISTRATION 


By H. N. STRONCK 


We confidently believe this will be the most universally-used 
publication on banking yet written. 


It applies to all departments. It is based upon the experience of 

It applies to all bankers. Mr. Stronck’s organization in making 

lt fits all sizes of banks. private examinations of banks, both 

It shows how banks may reduce ex- small and large, all over the United 
penses and increase profits. States. 


These examinations have always resulted in suggestions for improving poli- 
cies and methods, and these suggestions, when followed, have greatly added 
to the profits of the institution. Orders will be accepted now for delivery upon 
publication. The price will be $5. Do not send any money with your order. 
Just ask to have your order entered for ‘«‘Bank Administration”’ by H. N. Stronck. 


RAND MCNALLY & COMPANY 


536 South Clark Street Chicago, Illinois 
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California Bank Promotes 


Many Officers 


Promotion of a number of the officials 
and the expansion of the official stag of 
California Bank Group, due to its rapid 
growth and development within the past 
two years was recently announced by 4 
M. Chaffey, president. Chief among th 
promotions was that of A. E. Huntington, 
who becomes president of the Californi, 
Trust Co. 

James R. Page and W. H. Thoms, 
until recently officials of the Security. 
First National Bank of Los Angeles, hay 
been named respectively executive yig 
president and senior vice president, » 
well as directors; and E. C. Sterling, until 
recently vice president of the First Seeuri. 
ties Co., has been named executive vir 
president of the California Securities Cp. 

Other official changes include: Lewis E. 
Bliss, vice president of California Bank, 
also becomes president of California Gronp 
Corporation, T. E. Ivey, Jr., vice president, 
is placed in general supervisory charge of 
operations for the entire organization, 
and becomes a member of the board of 
directors of California Bank; and F. ¥ 
Magee and Don S. Williams, junior viee 
presidents, elected vice presidents. 


Chicago Trust and National 
Republic Join 


The National Bank of the Republic, Chi- 
cago, and the Chicago Trust Co. have 


merged in a combination which will giv | 


them total resources of more than $200; 
000,000. 

John W. O'Leary will be president, John 
A. Lynch chairman, David R. Forgan ani 
Charles 8. Castle vice chairmen of the 
executive committee of the combined banks. 
George Woodruff will be chairman of the 
board of the National Bank of the Repub- 
lic, with Lucius Teter and Hugo E. Otte 
vice chairmen. Lucius Teter will be chair 
man of the board of the Chicago Trust (o 
and Mr. Woodruff will be vice chairman. 
Ward C. Castle will be executive vice presi 
dent of the National Bank of the Republic. 

The two institutions will be operated 
separately, all of the commercial banking 
business being conducted by the National 
Bank of the Republic and all of the trust 
business being conducted by the Chicago 
Trust Co. Both may conduct a savings 
business. ; 


Sao Paulo Leads Brazil 
Industrially 


Long supreme agriculturally among the 
states of Brazil and renowned world-wide 
as a coffee producing territory, Sao Paulo, 
the ‘‘Empire State’’ of the Brazilian 
country, is now setting the pace indus 
trially on the Southern Hemisphere, a credit 
position study of Sao Paulo just issued by 
the Institute of International Finance Tr 
veals. The Institute, a fact-finding body 
organized to study foreign credit cont 
tions for the benefit of American investors 
is conducted by the Investment Bankers 
Association of America in cooperation 
with New York University. 
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Kerman Named S. F. Ad Club 


President 


Fred R. Kerman, vice president of the 
Bank of Italy, San Franciseo, in charge 
of advertising and publicity has been 
elected president of the San Francisco 
Advertising Club. 





F. R. KERMAN 


Mr Kerman is also in charge of pub- 
licity for the annual convention of the 
American Bankers Association, which will 
be held in San Francisco, Sept. 30, Oct. 
1, 2, and 3. 

He is one of the most widely known 
advertising officials on the Coast. He has 
been with the Bank of Italy since 1921. 
Before joining that bank, he served in the 
advertising department of the Continental 
Guaranty Corp. of New York and the 
American Tobacco Co. 





Central Hanover Remodels 


Old Building 


One of the famous landmarks of New 
York, The Manhattan Life Building, at 
70 Broadway, will house the Central Han- 
over Bank and Trust Co. as soon as the 
details of the merger of the Central Union 
Trust Company and the Hanover Bank 
have been completed. 

Clearing away the old piers gave room 
for the largest vaults in the world, with 
the exception of those of the Federal 
Reserve Bank. These vaults are three 
stories in height, the bottom level resting 
on solid rock thirty feet below water level 
and forty feet below New Street. The 
floor space of the vault area is 10,000 
square feet, and the walls and roof are 
three feet thick of solid concrete, re- 
enforeed throughout with steel. Each 
vault is a distinct unit and has been 
protected against every possible peril. 


W. W. Schneckenburger, formerly man- 
aging director of the Buffalo branch of 
the Federal Reserve Bank of New York, 
has been elected a vice president of the 
SEABOARD NATIONAL BANK. 
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TO THOSE 
BANKERS WHO LIKE TO 
CALLA SPADE 4 SPADE... 


Now, if the good appearance of a check interfered in any way with 
its function as a withdrawal form, we could see some objection to 
La Monte National Safety Paper. 

But, as a matter of fact, the sturdy strength of National Safety 
Paper ... its smooth writing surface ... its acceptance by the public 
as the standard, safe check paper ... all combine to make a better 
withdrawal form. : 

And because it makes handsome, dignified checks, National 
Safety Paper is in high favor with the business men and women who 
make up the great majority of your customers. Business people like 
to have the checks they use carry an indication of their substance, 
their standing and the standing of their bank. 

We've prepared a little booklet which shows how other banks 
have used La Monte National Safety Paper to get distinctive checks. 
It’s free —send for it. We believe that it will prove interesting and 
helpful. George La Monte & Son, 61 Broadway, New York. 

La Monte National Safety Paper is easily recognized by the wavy lines. 



















Training For Ambitious Bankers 


Just what a banker’s qualifications ought to be is 
set forth in a pamphlet entitled ‘‘Qualifications for 
Bankers.’’ These qualifications were selected by 10 
state bank commissioners. This is one of the most 
helpful pamphlets published for a long time. 
Pamphlets are available at 10 cents each. Address 


THE BANKERS MONTHLY 


536 So. Clark St., Chicago, IIl. 














































Local Committees For 
Fifty-Fifth Annual Convention 


SAN 
September 30, October 1, 


FRANCISCO 


2 and 3, 1929 


GENERAL COMMITTEE 

Chairman, W. E. WiILcox 

Vice Chairman, RussELL LOwRY 

Vice Chairman, A. J. MouNT 

Treasurer, F. E. WOLFE 

Secretary, H. E. Rusk 

E. AVENALI, Vice Pres. Crocker First National 
Bank and V. P. Crocker First Federal Trust 
Company 

LEON BocQvERAZ, Chairman of The 
Bank of America of California 

Jno. U. CaLkiIns, Governor Federal Reserve 
Bank of San Francisco 

C. J. DEERING, Vice Pres. Wells Fargo Bank 
& Union Trust Co 


Board, 





MORTIMER FLEISHHACKER, 
California Trust Company 


President Anglo- 

H. R. Gariruer, President Pacific National Bank 

F. C. HARRISON, Bank of Montreal 
(San Francisco) 

BrucE HEATHCOTE, Manager Canadian Bank of 
Commerce 


Manager 


Harris C. Kimxk, Vice Pres. American Trust 
Company 

RvussELL Lowry, Vice Pres. American Trust 
Company 

W. F. MorrisH, Vice Pres. Bank of America 


of California 

A. J. Mount, Senior Vice Pres. Bank of Italy 
National Trust & Savings Association 

E. J. Tosrn, President The 
and Loan Society 

GEORGE ToOURNY, President The San Francisco 
Bank 


W. E. Wiicox, Vice-Pres. and Cashier Anglo & 
London Paris National Bank 


Hibernia Savings 














JoHN E. FITzpaTrick, Vice Pres. Donohoe- F. E. Woure, Asst. Cash. The Bank of Calif- 
Kelly Banking Company ornia, N. A. 
SHORT TERM INVESTMENTS FOR BANKS 





‘in oBLications of GM AC 
possess a degree of investment strength nationally 
recognized by a clientele of over seven thousand banks. 
G MAC paper is obtainable in convenient maturi- 
ties and denominations ~ at current discount rates. 


Our offering list will be mailed regularly upon request 


GENERAL MOorToRS 
ACCEPTANCE CORPORATION 


OFFICES IN 


PRINCIPAL 


CITIES 


Executive Office -- BROADWAY at 57TH STREET -- New York City 





CAPITAL, SURPLUS AND UNDIVIDED PROFITS OVER $65,000,000 





GREATEST 
at the South’s Gateway 


Now Consolidated Under Joint Ownership 


National Bank 


of Kentucky 
vg B. Brown, 
-resident 


The Louisville 
SButtjamGecte-tehy 


John Stites, Chairman 


Richard Bean, President 


SUT MeliraatiCme rele im srtel ar taleme Mallia @ern ter tity 


suc ceeded by 


I ats ] OUISS ille 


Trust Co. 


| He) Oh AVS be Se Oe Ole) Ot 


Both institutions offer complete banking and trust facilities 
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FINANCE COMMITTEE 

Chairman, A. J. Mount, Senior Vice-Pres. Ban 

of Italy National Trust & Savings Associatio 
AUDITING COMMITTEE 


Chairman, R. R. YATES, Vice-Pres. Bank of 
America of California , 


k 
1) 


HOTEL COMMITTEE 

Chairman, J. F. SULLIVAN, 
Crocker First National Bank 
J. S. CurRAN, Vice-Pres. Anglo & London Pary 
National Bank ’ 
R. G. Situ, Vice-Pres. Bank of Italy Nations 
Trust & Savings Association : 


IR., Vice-Prog 


ENTERTAINMENT COMMITTEE 


Chairman, Gro. A. VAN SMITH, Vice-Pres. Angly 
& London Paris National Bank ‘ 


AUTO AND TRANSPORTATION 
Chairman, CLYDE BEALE, Anglo-California Troy 
Company b 
GOLF COMMITTEE 


Chairman, ALAN LOWREY, Vice 
Manager Crocker First Company 


PUBLICITY COMMITTEE 

Chairman, F. R, KERMAN, Vice Pres. Bank 
of Italy National Trust & Savings Association 

C. H. ALEXANDER, Asst. Vice Pres. Anglo & 
London Paris National Bank 

R. D. BRIGHAM, Vice Pres. 
Trust Company 

J. E. Drew, Asst. Vice Pres. 
Company 

EDMOND GOLDMAN, San Francisco Bank 

W. D. Lux, Vice Pres. Crocker First Federal 
Trust Company 

L. E. TOWNSEND, Asst. 
America of California 

G. W. WICKLAND, Wells Fargo Bank & Unio: 
Trust Co. 

Harry Sack, Financial 
Francisco Bulletin 

J. D. VAN BECKER, Financial Editor, The Sa 
Francisco Call 

CARL WAKEFIELD, Financial Editor, The San 
Francisco Chronicle 

OscaR FERNBACH, Financial Editor, The Sa 
Francisco Examiner 

FRANK HERMAN, Financial Editor, 
Francisco News 


Pres, and 


Anglo-California 


American Trust 


Vice Pres. 


Bank of 


Editor, The San 


The San 


COMMITTEE ON REGISTRATION AND 
BADGES 


Chairman, CARL TrROPPMAN, Anglo & London 
Paris National Bank 


INFORMATION COMMITTEE 
Chairman, JULIAN EISENBACH, Vice Pres. Wells 
Fargo Bank & Union Trust Co. 
ON TIME COMMITTEE 
Chairman, W. D. ‘Lux, Vice Pres. 
First Federal Trust Company 
NATIONAL BANK DIVISION 
Chairman, H. R. GatrHeR, Pres. Pacific Nation 
al Bank 
SAVINGS BANK DIVISION 
Chairman, GrorGe TourRNy, President Sao 
Francisco Bank 
STATE BANK DIVISION 
Chairman, ©. L. SMiTH, Vice Pres. 
California Trust Company 
TRUST COMPANY DIVISION 
Chairman, R. M. Stms, Trust Officer, American 
Trust Company 
AMERICAN INSTITUTE OF BANKING 
Chairman, E. V. Krick, Vice Pres. & Cash 
American Trust Company 
CLEARING HOUSE SECTION 
Chairman, R. B. MOTHERWELL, Vice Pres. Wells 
Fargo Bank & Union Trust Co. 
STATE SECRETARIES SECTION 


Chairman, F. H. CoLBurRn, Secretary California 
Bankers Associaiton 


Crocker 


Anglo 


ASSOCIATION OF BANK WOMEN 
Chairman, Mrs. Epwarp DerxrTer KNIGHT 


Director of Women’s Department, Bank 0 
Italy National Trust & Savings Associatio® 
AUDITORS AND COMPTROLLERS 


Chairman, R. M. CuarKeE, Auditor, Bank o 
Italy National Trust & Savings Associatioa 


ROBERT MORRIS ASSOCIATES 


Chairman, FRANK SEED, Asst. Cashier Crocket 
First National Bank 
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Roger W. Babson 


Financier, Investment Expert, Pub- 
lisher of the famous Babson Charts 


How maps help investors 


“RY ERY keen investor will keep on 

hand a supply of good maps. 

“This is especially true today, when 
all localities are so dependent upon 
better transportation and communi- 
cation. 

“Investors are analyzing railroad 
lines, bus routes and airways, new 
networks of production and distri- 
bution, the regions served by utilities, 
and other pages from the Atlas. 

“Investment lore has become very 
elaborate but arithmetic and geog- 
raphy remain two of its chief essen- 
tials, 

“The competent investor sticks to 
his multiplication table and studies 
maps that are up to date.” 





a 


Accurate maps are a universal need. 
If you are a manufacturer, you need 
good maps to plan your sales cam- 
paigns. Rand MCNally business map 
systems will keep you in touch with 
your market. 

If you are a commercial traveler, 
you need up-to-date, detailed maps 
to lay out your routes in advance. 
Rand MCNally Standard Indexed Maps 
show every place that has a name, 
with exact information to help you. 

If you own an automobile, you 


Some of Rand M¢Nally & Company’s 


* Leading Products 


Maps Atlases 
School Maps 
Auto Road Maps 
Commercial Maps 
Economic Maps 


General Atlases 
Commercial Atlases 
Goode School Atias 


Aviation Maps Publications 
Special Maps to Order 
Text Books 
Globes Children's Books 






General Printing 


need the universally popular Rand 
M¢Nally Official Auto Road Maps 
to plan your tours. 


If you read books, newspapers, 
magazines, you need reliable Rand 
M¢Nally maps to locate the places 
you read about and to give you a 
better idea of the world you live in. 


Rand M¢Nally Maps, Globes and 
Atlases are always accurate, up to 
date. Obtainable at leading book- 
sellers’ and stationers’, or direct. 


The habit of scrupulous accuracy 
down to the last detail required in 
the making of maps extends to all 
Rand MCNally & Company’s greatly 
varied activities. 


RAND MENALLY & GomMPANY 


Child Life Magazine 

Banker's Monthly Map Headquarters 
Banker's Directory ‘ 

Banker's Bulletin Dept. N-30 


Railroad, 


Airline and Bus Tickets 


Coupon Books 
Washington 
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536 S, Clark Street, Chicago 


270 Madison Avenue, New York 


Retai. DePaRTMENT 
540 S, Clark Street, Chicago 


San Francisco Los Angeles 
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HATTEL mort- 
gage loans with 
two-for-one security 
invariably pay out. 








E have our chat. 

te] mortgage loan 
checked on the farm 
from one to three 
times a year, 


A Tested Philosophy On 


Safe Loans To Farmers 


There is food for constructive thought 
in each of these fourteen paragraphs 


| I would rather loan money to 

* a good farmer than to any 
other class. But remember that a 
part of the responsibility as to 
whether he is a good farmer or not 


rests with his banker. 
y) If we could make each individ- 
* ual farm a production plant— 
producing cattle, dairy products, 
hogs, poultry and grain, continually 
selling but not buying or speculating, 
the agricultural problem would be 
largely solved and the safety of bank 
loans to farmers would be increased. 
3 In serving an agricultural com- 
* munity, it is a laudable ambi- 
tion to have all farm credit taken up 
at least once a year, but I hardly agree 
that it would be advisable to make 
this a hard and fast rule outside of 
live stock paper or the paper of a 
strictly ‘‘grain farmer.’’ 


We have one rule that we ad- 

¢ here to very closely, and that is 
that we carry no ‘‘split’’ borrowing 
lines. If we do find a farmer bor- 
rowing from us and another bank, 
we ask him to immediately take up 
his borrowings from us. 


80 





By GEORGE J. SCHALLER 


President, Citizens First National Bank, Storm Lake, lowa 


5 Diversification is just as neces- 

* sary in farm paper as in any 
other line. Live stock loans, where 
the borrower has the feed with which 
to prepare and finish his cattle or 
hogs for market, very seldom lose the 


lending bank any money. 
6 Chattel mortgage loans, if we 
* can get a two-to-one margin of 
security, invariably pay out even 
though they may be classed as ‘‘ ecapi- 
tal loans’’ by our bank examiners. 
7 We have our chattel mortgage 
* loans checked on the farm at 
least once and sometimes two or three 
times a year and find that it pays in 


- maintaining our security. 


8 Where a tenant borrower does 
¢ not have this margin of security 
of twice the amount of loan, we ask 
for additional security in the way of 
an endorser, preferably the landlord, 
as this does away with any conflict 
of interest between the bank and the 
landlord. 
When we were hit by the de- 
¢ flation period some years ago, 
there was a great deal of concern as 
to the tenant farmer, but the work- 
ing out of this condition showed him 


to be much better off than the land 
owner with an exessive encumbrance 
on his farm. The amount of his in- 
debtedness was not so large, and a 
reasonable advance in the price of 
farm products paid off his indebted. 
ness. But the same advance did not 
keep up the carrying charges on the 
heavy real estate indebtedness of the 
farm owner. I am sure that the 
losses in our state have been much 
larger with the borrower who thought 
he was a farm owner than with the 
tenant farmer who, to begin with, did 
not have as large a line of borrowed 


money. 
1 We have had a wonderful ex- 
* perience and a great train- 
ing school for bankers during the 
reconstruction years and as we get 
far enough away from that period s0 
that we can look back with an ut 
biased and open mind on the happet- 
ings of those days, we find that there 
were a lot of fellows besides the farm- 
ers to blame for poor loans in banks. 


11 The desirable farmer appli 
* cant is borrowing very little 
money now. During the years past 
(Continued on page 82) 
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The Direct Descendant of one of the 





Greatest Inventions in the History of the World 


The testing of the first McCormick reaper 
near Steele’s Tavern, Va., A. D. 1831. 
Drawn from an old lithograph. 


* K * 
{ i McCormick - Deering 


Harvester-Thresher en- 

ables a man to harvest swiftly 
when the time is exactly right. 
Once over his fields, with a 
crew of 2 or 3 on the machine, 
and the threshed grain is put 
under cover—the job is done. 
Labor and time are saved, risk 
is avoided, and you realize 
extra savings as high as 20 
cents a bushel. 
For 1929, McCormick-Deer- 
ing harvester-threshers in- 
clude 10, 12, and 16-foot sizes; 
units for both prairie and hill- 
side harvesting; windrow-har- 
vesters; and pick-up devices. 
Sold and serviced by McCor- 
mick- -Deering dealers. 


N inety-eight years ago Cyrus Hall McCormick introduced 
the Reaper, the first practical grain harvesting machine, which 
released men from the soil and proved the master key to the 
industrial upbuilding of America. 


For ninety-eight years the McCormicks and their associates 
have developed, built and improved grain harvesting machines, 
accumulating an unequaled fund of knowledge and experience. 


For sixteen years the International Harvester Company has 
been perfecting the modern idea of harvesting and threshing 
in one fast and profitable operation. Among _harvester- 
threshers and combines there is only one direct descendant 
of the Reaper of 1831—only one line in position to reap the 
benefits of nearly a century of grain machine manufacture. 
Its name is McCormick-Deering. 


INTERNATIONAL HARVESTER COMPANY 
606 So. Michigan Ave. OF AMERICA Chicago, Illinois 


(Incorporated) 


McCORMICK- DEERING 
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s Travel 
Do They Ta e\YOUR 


if your customers take A. B. A. Cheques avel 
when they travel, they take cheques which 
bear the name of your bank and the signature at ues? 
of one of your officers. Every time they cash 
a cheque they are reminded of your bank. 
A. B. A. Cheques were established by the 
American Bankers Association to provide 
banks with atravel cheque of their own which 
would enjoy universal acceptance. Certified 


by Bankers Trust Company of NeW York, 
A. B. A. Cheques are accepted by banks, 
hotels, shops, ticket offices and tourist 


agencies throughout the world. The fact that 
more than 60,000,000 separate cheques 
have been negotiated during the past twenty \ | 
years atteststothe degree oftheiracceptance. . | 

A. B. A. Cheques are convenient to carry, 
afford complete protection against loss or 
theft, and abroad command the favorable 
exchange rate of bankers’ paper. The cheque 
itself is an instrument of the highest grade, 
engraved on safety paper. 

Sell your customers A. B. A. Cheques—a 
constant reminder of the completeness of 
your banking service. y | 


ALB.A. 
CHEQUES 


SOLD HERE 
ACCEPTED EVERYWHERE 

















What A Depositor May Do For His Bank 


UR subscribers read the editorial with this heading some 
time ago, and many of them asked for reprints of the article 
for distribution among bank customers. One banker has now 
suggested a method of distribution that may remove the objec- 
tions some bankers had to asking depositors to do work for the 
bank. His suggestion is that these reprints be laid on the counter 
so that the customer can pick up.one of his own accord. In this 
way, there is no danger of his feeling that the bank is asking him 
to help get new customers for it. 
A sample reprint will be sent upon request, or quantities may 
be purchased at 2c each. Just address The Editor, BANKERS 
MONTHLY, 536 South Clark St., Chicago. 
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(Continued from page So 
he has been hurried, prodded anq 
urged to get his debts paid so thay 
we now find him in a very unwilling 
frame of mind to borrow money. By 
he is again making money and ag hyp 
does, he will enlarge his operations 
and improve his buildings or buy ad. 
ditional land and again come to the 
bank as a desirable borrowing eys. 
tomer. 
| be In making loans to farmers 
as well as to other lines, jj 
should not be our aim to so condue 
our business that we have no losses. 
but rather to so conduct our business 
that we have a sufficient earning 
capacity to absorb losses, pay diy. 
idends, and put a reasonable amount 
to surplus each year. 
13 It is our job as bankers to 
ve keep the loans within the 
ability of our borrowers to repay and 
very seldom are we warranted in ear- 
rving along a debtor whose margin 
of security is gradually growing 
smaller. Better to close the transae- 
tion with some loss than to continue. 
14. Banks are facing an era of 
¢ prosperity and are going to 
make money if they will only put 
their banks in order—clean up their 
note cases and beat the examiner to 
‘‘charge outs.’’ Efficiency is the 
watehword of the hour. 


Information On Chain Store 
Securities 


Because of the fact that there is a grow 
ing quantity of chain store securities be 
ing offered on the market, the Central 
Union Trust Co. of New York has issued 
a comprehensive booklet giving complet 
information on this new subject. 

Not only are statistics given but pra 
tical help of all sorts is included in the 
48 pages. 

A list of some of the most important 
chains with information about each one is 
a part of the book. 

Undoubtedly any one can secure a copy 
by asking for ‘‘The Chain Store, An Ele 
ment of Revolution’’ and addressing the 
Central Union Trust Co. New York City. 

Courtney R. Gleason has been elected 
a vice president of the Peoples Securities 
Co., the investment organization affiliated 
with THE PEOPLES TRUST & SAVINGS 
BANK OF CHICAGO. On May Ist the 
real estate mortgage business heretofore 
carried on by Mr. Gleason’s organization 
will be conducted by the Peoples Securities 
Co. which also becomes the mortgage loan 
correspondent for the Connecticut Gene ral 
Life Insurance Co. of Hartford. Mr 
Gleason’s long and diversified experience 
in the Chicago real estate field will then be 
made available to the 40,000 depositors of 
The Peoples Trust & Savings Bank. 


when writing to our advertisers 
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Fidelity Trust Company of 
Detroit Moves Into New 
Building 


The Fidelity Trust Co. of Detroit held an 
open house when it moved into new quar- 
ters. An interesting indication of the spirit 
of this organization on this occasion is 
given in the following quotation from 
President Luther D. Thomas which was 
published in the formal invitation. 

‘‘On entering our new home, we pause 
to pay tribute to our friends and clients 
whose cordial good will has made possible 
this institution, the Fidelity Trust Co. 













‘(To endeavor to publicly and frankly 
acknowledge our indebtedness to them for 
their loyal and friendly support; to openly 
express the deep appreciation which we 
feel for their kindliness and interest. 


The 


Interstate 





‘Each officer and employee of this in 
stitution feels a sense of personal gratitude 
over what we have been able to accomplish. 
And yet we realize that to merit the same 
friendly interest on your part we must 
more than strive to do for you those things 
which we are expected to do and to per 
form our allotted task graciously, cour 
teously, and efficiently.’’ 


Trust Company 


moves to 


Wall Street 


Elaborate Booklet Issued by 
First National Bank of St. Louis 


A work to be proud of is a booklet just 
issued by the First National Bank of St. 
Louis, entitled ‘‘ From Laclede to Lind- 
bergh and Forward.’’ 





37 Wall Street— 
‘yo > «6our new home 





Cnc in June, the Interstate Trust Company begins 
another chapter in its history. On that date it will open the 
doors of its new offices in The Interstate Trust Company 
Building at 37 Wall Street. 


The cover is decorated with embossed 
medal reproductions in gold featuring 
Laclede, the founder of St. Louis, and 
Charles A. Lindbergh. 

On the title page, the purpose of the 


, Here we have established larger banking quarters to meet the 
booklet is set forth as follows: 


requirements of our customers especially correspondent banks. 
The key note of our service will continue to be personal contact 
with our clients. You will find us eager to serve you. 


‘This is a romance of American prog- 
ress—the brief story—past, present and 
future—of a community ‘conceived «and 
born a child of commerce ’—This is an in 
terpretation of the true Spirit of St. Louis, 
prepared for the executive who asks: ‘ Why 
should I select your city for my manufae 
turing plant, warehouse or distributing 
branch’??? 

The whole booklet is beautifully done in 
colors and contains many fascinating illus 
trations both historical and modern. 


We have prepared a special folder which we will gladly send on request. 


INTERSTATE 


TRUST COMPAN Y 
Main Office—37 Wall Street 


Eight Branches in Greater New York 
New York City 


The warmth and cordiality of the entire 
booklet is typified by the last paragraph 
whieh reads as follows: 

‘*The City of St. Louis invites you. The 
Chamber of Commerce and the Industrial 
Club invite you. The First National Bank 
in St. Louis invites you. Now or later, 
St. Louis’ largest financial organization 
will cooperate to the fullest extent with 


executives and organizations seeking facts Members of Resources 
about St. Louis as an industrial and com- Federal Reserve System Over $65,000,000 





mereial center. If you can come in person 
the pleasure of service will be doubled. If, 
for the present, you aré interested only in 
preliminary questions, the same friendly 
welcome awaits your inquiry.’’ 

Frank Fuchs, advertising manager of 
the First National Bank of St. Louis, has 
to his eredit many splendid booklets of 
this sort. This is one of the best, if not 
the best, he has put out. 
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The New York Trust Company 


Capital, Surplus and Undivided 
Profits . . . $44,000,000 








































Domestic and Foreign Banking Facilities 


Personal Services 


Trust Services 





100 Broadway 


57th Street and Fifth Avenue 40th Street and Madison Avenue 














ECURITY-FIRST NATIONAL 
BANK OF LOS ANGELES 


Capital, Surplus and Undivided Profits $50,000,000 


pao by consolidation of Security Trust & 
Savings Bank and Los Angeles-First National 
Trust and Savings Bank, combining two of the 
oldest and largest banks of Southern California. 


The Security-First National is fully 
equipped to do every kind of bank- 
ing business, and has branches 
extending from Fresno and San 


Luis Obispo to the Imperial Valley. 





J. F. SARTORI 
HENRY M. ROBINSON President and Chairman of 


Chairman of the Board the Executive Committee 











| HAVE been a consistent reader of your Maga- 
| zine for several years, and do not mind stating 
that I have profited by it very much indeed. I look 
forward each month to receiving the next issue, 
| and very carefully read and study many of the 
| articles published by you. 


W. L. PETERSON 


President, The State National Bank of Denison, 
Denison, Teras 
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JOHN G. LONSDALE, president 9 
The National Bank of Commerce jp St. 
Louis and a director of the Federal Rp 
serve Bank of St. Louis, was widely quoted 
in the daily press recently on a statemeys 
made while in Chicago on business, My 
Lonsdale declared that conditions in th 
Eighth Reserve District, where there jg 
great diversification, were entirely satis 
factory and that despite the attention givey 
to the large volume of speculative credit 
legitimate business requirements in his 
district were being provided at reasonable 
rates well under 6%. The rate of the 
Federal Reserve Bank of St. Louis has 
been 5%. 





With the completed merger of the 
CHEMICAL NATIONAL BANK and the 
United States Mortgage & Trust Co, of 
New York, July 1, the capital and surplus 
of the Chemical National Co., Inc., will be 
increased to $9,000,000. This is a sub 
sidiary of the Chemical National Bank, 
recently formed for the purpose of provid 
ing an investment service complete in 
every detail for the customers of the bank, 


FRANK FUCHS, advertising manager, 
First National Bank in St. Louis, and a 
director of the Financial Advertisers’ As 
sociation of America, has been selected as 
one of the principal speakers for the 
American Institute of Banking Conven. 
tion to be held in Tulsa, Okla., June 9 to 
13. He will speak on ‘‘ Advertising and 
Its Results.’’ 





W. F. Kyle, assistant vice president of 
THE CLEVELAND TRUST CO., on May 
Ist received a watch from the bank en- 
blematie of 25 years of service. Mr. Kyle 
has the distinction of having been con- 
tinuously in banking for a greater length 
of time than any other member of the 
Cleveland Trust family, save one. Manager 
William Heinrich of the company’s &t. 
Clair-40th office has also been in banking 
45 years, having started in June, 1834, 
while Mr. Kyle began in September of 
that year. 


After several years of bank advertising 
experience directly with banks, BRYANT 
GRIFFIN, has become associated with Al- 
bert Frank & Co., one of the leading finan 
cial advertising agencies. 

THOMAS RITCHIE, comptroller of th 
Chase National Bank of New York for the 
past nine years, has resigned because of 
ill health. He will be sueceeded by Arthur 
M. Aiken, who is a second vice president 
of the bank, and will retain that title as well 





DR. W. F. GEPHART, vice president of 
the First National Bank in St. Louis, a¢ 
cepted re-election for the third time 4s 
president of the Bankers Association for 
Foreign Trade, at their annual convention 
held at French Lick, Ind., recently. 





HARRIS CREECH, president of The 
Cleveland Trust Co., has been elected 4 
director of the Youngstown Sheet & Tube 
Co. to fill the vacancy caused by the death 
of Harry Coulby, who was a member of 
the firm of Pickhands Mather & Co, and 
director of The Cleveland Trust Co. 
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EDWIN BIRD WILSON, INC., one | 
of America ’s leading financial advertising | 


agencies, with main offices at 9 Hanover 
st., New York City, has absorbed Van 
Kuran Advertising Agency of Los Angeles, 


Calif. 


Banks Reported Closed 


Alabama 
Abbeville—Henry National Bank 


Arkansas 
Lake City—Bank of Lake City 


Colorado 
Akron—Bank of Akron 


Georgia 
Parrott—Bank of Parrott 
Rochelle—Brown Banking Co. 


Illinois 
Bondsville—Bondsville State Bank 


Iowa 
Emmetsburg—National Bank of 
+ Emmetsburg 
Louisiana 
Boyee—Guaranty Bank & Trust Co. 
Minnesota 
Hawley—Farmers & Merchants State 
Bank 
Nebraska 
David City—Surety Mortgage & Trust 
Co. (Liquidating) 
Gibbon—Commercial Bank 
Gladstone—State Bank of Gladstone 
(Voluntary Liquidation) 
Maleolm—Maleolm State Bank 
North Bend—First State Bank 
Randolph—-Farmers & Merchants State 
Bank (Voluntary Liquidation) 
New York 
Bergen—W. 8S. & C. E. Housel, Bankers 
North Carolina 
Coats—Bank of Harnett (Business 
transferred to Home Office) 
Cherryville—Commercial Bank & Trust 
Co. 
Gastonia—Commercial Bank & Trust 
Co. 
Kings Mountain—Commercial Bank & 
Trust Co. J 
Lincolnton—Commercial Bank & Trust 
Co. 
Mount Holly—Commercial Bank & Trust 
Co. 
Murfreesboro—Farmers Atlantie Bank 
Wake Forest—Citizens Bank 
North Dakota 
Eckelson—Eckelson State Bank 
Ohio 
Adena—Peoples National Bank 
Continental—Farmers State & Savings 
Bank 
Youngstown—Union Savings Bank 
South Carolina 
Starr—Planters Bank 
South Dakota 
Altamont—Altamont State Bank 
Bemis—State Bank of Bemis 
Clear Lake—Bank of Clear Lake 
Ravinia—Andes State Bank 


Tennessee 

Baileyton—Farmers & Traders Bank 
Virginia 

Honaker—Bank of Russell County 
Washington 


Colfax—Colfax State Bank 
Northport—Miners & Smelters Bank 
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Correspondent Banks 


NEARLY a century’s accumulated experience and 
conservative progress have qualified the West- 
minster Bank to offer its characteristic services as 
a London correspondent to foreign banking es- 
tablishments. It functions through a system of 
over goo of its own branches in England and re- 
presentation in every banking town in the world, 
and is amply equipped (as are the Paris and 
Brussels offices of the Westminster Foreign Bank) 
for specialised service in credits, collections, 
exchange, and all the ramifications of commercial 
finance. Banking houses wishing to establish 
a London connection “tre invited to 
communicate with the 
Manager 











WESTMINSTER BANK 


LIMITED 
Foreign Branch: 82 Cornhill, London, or 


NewYork Representative:C.M. Parker,68 William St 


























A Complete Banking Service 


The Midland Bank offers exceptional facilities for transacting 
banking business of every description. Together with its affilia- 
tions it operates over 2450 branches in Great Britain and Northern 
Ireland and, in addition to offices in the Atlantic Liners Aguitania, 
Berengaria and Mauretania, has agents and correspondents in all 
parts of the world. The offices of the Bank in Poultry, London, 
E.C. 2 and at 196 Piccadilly, London, W.1 are specially equipped 
for the use and convenience of visitors in London. 


OVERSEAS BRANCH : 122 OLD BROAD STREET, LONDON, E.C. 2. 


MIDLAND BANK 


LIMITED 
HEAD OFFICE: 5 THREADNEEDLE STREET, LONDON, E.C. 2 












TAKE very much pleasure each month in deliberately and 
carefully reading your BANKERS MONTHLY. 


W. L. PETERSON 


President, The State National Bank, Denison, Texas 






























































Strate & Town 


Arkansas 
Corning 


Florida 


Leesburg 
Tampa 
Illinois 
Basco 
Chicago 
Chicago 


Kankakee 
Potomac 


Iowa 
Elkader 


Mitchellville 


Indiana 
Mt. Summit 


Muncie 
sas 
Richmond 


Kentucky 
Auburn 


Louisiana 
Cut Off 


Thibodaux 


Maryland 
Clarksville 


Smithsburg 


Michigan 
Dearborn 
Jackson 


Niles 


Missouri 
Barnard 


Cole Camp 
Mexico 
Westphalia 


New Jersey 
Asbury Park 


Bergenfield 
Jersey City 


New York 
Brooklyn 


Brooklyn 


Jamestown 


New York City 
(Ridgewood) 
Rochester 


North Carolina 
Tarboro 
North Dakota 
Parshall 
Ohio 


Cincinnati 


Oklahoma 
Anadarko 
Ft. Gibson 

Oregon 
Aurora 


Pennsylvania 
Lancaster 


Philadelphia 


86 


CHANGES DUE TO CONSOLIDATIONS 


ABSORPTIONS AND CHANGES IN TITLE 


5 consolidations; 9 successions; 21 mergers; 3 taken over; 6 title changes; 


1 purchase; 2 absorptions; 4 conversions; 2 moved. 
9 9 +] 


PRESENT NAME ForMER NAME 


Corning Bank & Trust Co First National Bank with Consolidation 
Corning Bank & Trust Co. 
Leesburg State Bank & Trust Leesburg State Title 
Co. 
First National National City Bank with Consolidation 
First National Bank 
Basco State Harmony State, Denver, IlJ., Consolidation 
. r with Basco State Bank 
HydePark-Kenwood National Hyde Park National Bank & Consolidation 
Bank, 53d & Lake Park Av Kenwood National Bank 
Peoples Nat’! Bk & Tr. Co. Peoples Stock Yards State 
American Trust & Savings 
Goodwine State 





Conversion 

Legris Trust & Savings Title 

Potomac National Bank with Merger 
Goodwine State Bank 


Elkader State St. Olaf Savings Bank, St. Merger 
Olaf, -Ia., with Elkader 
State Bank 

Farmers State Bank with Merger 
Citizens State Bank 


Citizens State 


Mount Summit State Springport Bank, Springport, Purchased 
Ind., by Mount Summit 
State Bank 

Lincoln Bank & Trust Co. Farmers Savings Succeeds 


Peoples National First National Bank and Merger 
Peoples State Bank 

Auburn Banking Co. Bank of Auburn and G. W. Merger 
Davidson & Co., Bankers 


Citizens Bank & Trust Co. 
(Branch) 
Citizens Bank & Trust Co. 


Bank of Lafourche 
(Branch) 

Bank of Lafourche and Merger 
Citizens Bank of Lafourche 


Highland Highland Bank, Highland, Changed 
Md. Location 
Central Trust Co. of Mary- Smithsburg Bank of Wash- Succeeds 
land (Station of Central ington County 
Trust Co. of Frederick, 
Md.) 


Bank of Dearborn Fordson State Bank Title 
Jackson City Bank & Trust Central State Bank with Consolidation 
Co. Jackson City Bank & Trust 


Co. 
City National Bank & Trust Niles City Bank 
Co. 


Conversion 


Farmers State 3arnard State Bank and Merger 
Farmers & Citizens Bank 

Citizens Bank & Farmers Merger 
Bank 

Southern Bank Succeeds 

Farmers & Merchants Bank Merger 
with Bank of Westphalia 


Citizens Farmers 


Southern Trust Co 
Bank of Westphalia 


Asbury Park & Ocean Grove Merchants National Bank, Merger 
Vol. Liq., succeeded by 
Merchants Trust Co. which 
merged with Asbury Park 
& Ocean Grove Bank 

Schraalenburgh Bank Succeeds 

Mercantile Trust Co. with Merger 
Commercial Trust Co. of 
N. J. as Mercantile Branch 


rhe State Bank 
Commercial Trust Co. « 
New Jersey 


Globe Exchange Bushwick National Bank by Absorbed 
Globe Exchange Bank and 
operated as Bushwick Office 

Nassau National Bank of Granite National Bank of Merger 
Brooklyn in New York Brooklyn in New York & 
Nassau National Bank 

Liberty National Bank with 
American National Bank 

Savings Bank of Ridgewood Title 


American National 
Ridgewood Savings 


Union Trust Co. Cc. S. & F. J. Cappellino, Merger 
_— with Union Trust 
40. 


Edgecombe National First National Bank Succeeds 


First National Peoples State Bank with First Merger 
National Bank 


Norwood-Hyde Park Bank & Norwood 


National Bank, Merger 
Trust Co. 


Norwood, and Hyde Park 
Savings Bank, Cincinnati 


Anadarko Bank & Trust Co. Anadarko National Bank Succeeds 
First National Farmers National Bank Succeeds 
Aurora State First National Bank with Merger 


Aurora State Bank 
Farmers Trust Co. Guaranty Trust Co. with Merger 
Farmers Trust Co. 7 
Bankers Trust Co. of Phila- Federal Trust Co. with Merger 
delphia Bankers Trust Co. of Phila 


How CHANGED 


SuRPLUS & 


CAPITAL Pacem PRESIDENT Casuter 
$50,000 esas dl vows aiwactoin deere 
100,000 121,320 R. F. E. Cooke G. W. Webster 


1,200,000 =: 1,187,240 R. J. Binnicker R. W. Masters 


Capital & Surplus Eugene E. Ford F. L. Johnson 
$1,00 0,000 
1,000,000 767,350 H. C. Laycock F. B. Robinson 
DON oe vecanee W. R. Hunter F. E. Legris, Jr 
50,000 37,290 H. H. Hagensick J. F. Maley 
30,000 11,307 H. F. Craig Guy B. Barrett 
25,000 3,0488. L. Shively C. E. Lamb 
50,000 5,000 Wm. J. Clark Fred F. Reasoner 
25,000 5,015 D. R. Sisler J. D. Adam } 
45,000 33,389 J. Guthrie Coke F. S. Wilson 
80,000 53,850 H. L. Sims K. J. Brand 
pac wie Seeelaieeedeueun Albert Nichols Evans Ashmore 
ee Piet) hee eee (Keller J. Newcomer in charge of 
Smithsburg Station) 
200,000 55,590C. H. Booth E. C. Lindman é 
250,000 244,707 W. M. Thompson R. B. Walker ‘ 
150,000 153,265 Frank M. Brandon T. C. Hance 
ee S. J. Smith J. G. Skidmore 
25,000 6,250 Jacob Brunjes W. H. Lumpe 
° ' 
50,000 10,000 Geo. H. Brown C. B. Jackson, See 
caddnecawalen eae 5 Gea John Fennewald A.S. Johannesmeyer 
600,000 = -1,450,540 H. A. Watson Irving Newman 
50,000 29,920 Geo. F. Barkley H. A. Golding 
3,400,000 7,543,510 Wm. J. Field Wm. J. Toffey, 


Sec. & Treas 


1,100,000 790,712 Morris Walzer A. M. Mangam 
1,700,000 2,400,400G. Foster Smith J. T. Stephens 


WreverTriyy rriTi tt Rudolph Stutzman Wm. Witte 
50,000 5,577 W. G. Clark H. H. Palmer 
25,000 8,180 August Peterson CC. J. Kjelstrup 

300,000 425,000 Nayers Y. Cooper Louis F. Kisperl 
50,000 70,320 B. 8. Dixon C. J. Clark 
25,000 9,340 Sid Garrett Chas. Cobb 
25,000 5,000 B. F. Giesy Zeno Schwab 

3,725,000, 1,770,7808. H. Barker E. R. Scott, Tr. 





BANKERS MONTHLY JUNE 1929 





















Q 


on 


ett 


oner 


ore 


of 


an 


re 
e 
p, See. 


smeyer 


lan 


as 


im 


yer] 


i eee 





Sate & TOWN Present NAME Former Name How Cuancepd  CapiraL Prorrrs 
Philadelphia Corn Exchange National Union Bank & Trust Co. by Taken Over 
Bank & Trust Co. Corn Exchange National 
Bank & Trust Co. 
Robesonia Robesonia State Bank & Robesonia State Bank Title 125,000 
Trust Co. 
Waynesboro Citizens National Bank & Citizens National Title 200,000 
Trust Co. 
essee 
a ae Alexandria Bank & Trust Co. American Bank of Alexandria Merger wg ee eee eee 
with Alexandria Bank & 
Trust Co. 
Texas oa mae - — om » 
Garland First National First National Bank, Row- Taken Over 50,900 
‘ lett, Tex., by First Natl. 
Bank, Garland, Tex. 
Wesveland Bank of Russell County Bank of Russell County, Moved 25,000 
Lebanon, Va. 
Richmond Broadway Bank & Trust Co. Broadway National Bank Suceeeds eee 
Richmond Richmond Trust Co. Liberty Bank & Trust Cot by Taken Over wg wk ee eee ele eee eee 
Richmond Trust Co. opera- 
ted as Liberty Branch 
Office 
ashington - 
Kent ——— National Bank & Citizens Bank & Trust Co. Conversion 100,000 25,260 N. L 
Trust Co. 
Spokane Old National Bank & Union City National Bank by Old Absorbed 1,500,000 
Trust Co. National Bank & Union 
Trust Co. 
Spokane United Hillyard Hillyard State Succeeds 150,000 
West Virginia 
Charleston Charleston National Citizens National Bank & Merger 1,000,000) 
Union Trust Co. merged 
with Charleston Natl. Bk. 
Martinsburg Peoples Trust Co. Bank of Martinsburg with Merger 250,000 
Peoples Trust Co. 
Soldiers Grove “First National Citizens State Bank Conversion 25,000) 


State & Town 


ABSORPTIONS AND CHANGES IN TITLE 


(Continued from page 86) 


NEW BANKS ORGANIZED OR REOPENED 


12 state banks organized—4 national banks organized 


NAME OF Bank CapimraL 


Suxpius & Prorirs 


California 
Winters ei National $50,000 $25,000 
eland |Tobacco Belt Trust Co. a) a eee 
Emmetsburg |Central Savings Bank & Trust Co. 30,000 10,000 
Lineville we State 25,000 5,000 
Sauk Rapids |Union State 30,000 6,000 
New Jersey | 
Toms River |Toms River Trust Co. 100,000 60,000 
New York | 


New York City 


} 
\Sterling National Bank & Trust Co 1,500,000 


1,500,000 


Port Washington |Harbor National 50,000 
Richfield Springs |Citizens Banking Co. 25,000 (|  —§ cacoes 
West Readin; The West Reading Title & Trust Co. a re 
(Reading P. 6) 
Tennessee 
McEwen Union 10,000 2,000 
exas 
Brownsville Rio Grande Valley Trust Co. no > nn ae 
Corpus Christi Guaranty Title & Trust Co. 300,000 199,860 
Plainview Plainview National Trust Co. 25,000 j< — esse, 
Rowlett Farmers & Merchants State 17,500 1,750 
West Allis Burnham Street State 50,000 


lo 
SURPLUS 








F. M. Wyatt 
E. D. Rivers 


W. H. Morling 
H. G. Duncan 


Theo. Albrecht 
A. M. Then 
Joseph Brown 
H. A. Alker 
M. J. Clarke 


H. K. Harrison 


A. J. Curtis 


W. B. Sellers 

H. B. Baldwin 
Albert G. Hinn 
R. L. Thornton 


J. J. Wilkinson 


A. M. TURELL, vice president of The 


CHANGES DUE TO CONSOLIDATIONS 


« 


98,980 R. R. Gerhart 


224,230 Ezra Frick 


13,525.C. A. Caldwell 


17,950,B. T. Wilson 


639,110 Wm. D. Vincent 


20,820 Fred Stevens 


1,302,987 Isaac Loewenstein 
182,670. O. Henson 


6,980 0. H. Larson 


3 banks reopened 


PRESIDENT 


PRESIDENT 


Thompson F. L 


* CASHIER 


G. H. Kinzer 


C. 8. Karper 


W. C. Jamison 


J.C. Stinson 


F. O. Drummond 


Cooper 


B. L. Jenkins 


C. D. Stough 


R. E. Eskins 
Dudley Harley 


C. J. Niedfeldt 


CasHiIEeR 


W. W. Stark 
R. C. Freeman 


J, W. Edge 
R. A. Davis 


Wm. 8. McGee 

Horace E. Rue, Treasurer 
Chas. H. Hoffman 

M. H. Ninesling 

Lee J. Chase 


John H. Yerger, Treasurer 


W. A. Lyle 


Dan F. Callahan 

G. Hickey, Treasurer 
David Bates, Treasurer 
L. O. Neal 


A. M. Simpson 


Chicago Board of Trade To 


Deal In Securities 


The extensive facilities of the Chicago 
Board of Trade are to be commandeered 
for launching and conducting a securities 
market in Chicago, according to Edward 
Jerome Dies of the Chicago Board of 
Trade. 


_ Provisions are being made for corpora- 
tions to be registered upon the Board when 
one or more memberships are held by 
officers. Hence, banks and investment 


houses may deal in securities at members’ 
Tates, 
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Central National Bank of -New York, was 
recently elected executive vice president. 
Mr. Turell has been a director of The 
Central National Bank since its organiza 
tion and about 14 months ago retired from 
the silk fabrics business after having spent 
a quarter of a century in the mercantile 
line, whereupon he joined The Central Na- 
tional Bank actively as vice president. 
KAHN I. FOSDICK, formerly vice pres- 
dent of the Northern Trust Co. of Chicago, 
has been appointed resident partner in 
charge of the Chicago office of Colvin & 
Company, effective immediately. 


Type Will Break 


In the printing of the January, 1929 
BANKERS Directory, ‘‘The Blue Book,’’ 
the deposits for the Publie National Bank 
and Trust Company, 76 William Street, 
New York City, were correctly listed as 
$115,415,320. But sometime during the 
printing of this page the two one’s at the 
beginning of the amount were broken 
leaving the number to read as follows: 
$ 5,415,320. 

We ask, therefore, that this item be 
looked up and corrected in your Blue Book, 
if you have one in which this mistake 
occurs. 


CLASSIFIED 
ADVERTISEMENTS 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, address, name and heading to be 
counted Send cash with your order 

Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


POSITION WANTED 


In bank or allied business by bank executive 
now president, forty years of age. splendid 
training and experience Can invest. Address, 
3ox 215, ¢ o THe BANKERS MONTHLY, 536 8S 
Clark St., Chicago, Ill 6*-1 ti 


PRINTING 
Omaha Printing Company, 13th and Farnam 
Sts., Omaha, U. S. A. Lithographers, Embossers, 
Stationers, Office Furniture. 7*-12 ti. 








NEW SAVINGS 
ACCOUNTS 


May we send you an interesting 
new folder illustrating and de- 
scribing illuminated signs for 
use in banking rooms? 


Ask for Folder B. M. 


DAVENPORT-TAYLOR MFc. Co. 


412 Orleans St. 318 Little Bldg. 136 W. 43rdSt 
CHICAGO BOSTON W YORK 








Downey Mechanical Coin Teller 
Sorts and Counts Mixed Coins 


Handling mixed 
coins is accurately 
and quickly done 
with the automa- 
tic action of this 
machine. 

Audits school 
savings, home 
banks, fractional 
deposits. 


‘10 Days’ Free Trial 


The C. L. Downey Company 
941 Clark St., Cincinnati, Ohio. 





Get Business and You'll Get Ahead 


EPRINTS of this article, which 
was handed to many bank em- 


ployees when it was published in a 
recent issue of THE BANKERS 
MONTHLY, are now available. 
Many banks have distributed this re- 
print to everyone in the institution. 
The result is that the entire personnel 
is tuned to the building of the bank. 
New accounts come in from many 
unexpected sources as a result. These 
reprints may be had in any quantity 
at 5 cents each. 


THE BANKERS MONTHLY 
536 So. Clark St., Chicago 


J 


Readers will confer a favor by mentioning THE JUNE, 


a daily paper, the circulation), etc., 


STATEMENT OF 
MANAGEMENT, 
ETC., REQUIRED BY THE 
ACT OF CONGRESS OF 
AUGUST 24, 1912. 


THE OWNERSHIP, 
CIRCULATION, 


Of Tue 
at Chicago, 


BANKERS MONTHLY published monthly 
Illinois, for April 1, 1929. 


STATE OF ILLINOTS).. 
COUNTY OF COOKS5* 


Before me, a Notary Public 
and county aforesaid, personally appeared G. 
Prather Knapp, who, having been duly sworn 
according to law, deposes and says that he is 
the Editorial and Business Director of THE 
BANKERS MONTHLY and that the following is, 
to the best of his knowledge and belief, a true 
statement of the ownership, management (and if 
of the aforesaid 
publication for the date shown in the above 
caption, required by the Act of August 24, 1912, 
embodied in section 411, Postal Laws and Reg- 
ulations, printed on the reverse of this form, 
to wit: 


1. That the 
lisher, editor, 
managers are: 
Company, 536 8S 
Editorial and 
Knapp, 536 S 
Editor, John Y. 
I}linois. 


2. That the owner is: 
poration, its name and address must be stated 
and also immediately thereunder the names and 
addresses of stockholders owning or holding one 
per cent or more of total amount of stock. If 
not owned by a corporation, the names and 
addresses of the individual owners must be given. 
If owned by a firm, company, or other unincor- 
porated concern, its name and address, as well 
as those of each individual member, must be 
given.) 

Rand MeN 
Clark Street, 


in and for the State 


names and addresses of the pub- 
managing editor, and business 
Publishers, Rand McNally & 

Clark St., Chicago, Illinois; 
Business Director, G. Prather 

Clark St., Chicago, Illinois; 
Beaty, 536 S. Clark St., Chicago, 


(If owned by a cor 


‘ally and Company, 536-538 
Chicago, a Corporation 
the following are the stockholders 

holding one per cent or more of the total 
amount of stock—-Harry B. Clow and Andrew 
F. W. MeNally, Trustees of Estate of Andrew 
MeNally, deceased, 536-538 South Clark St., 
Chicago, Tll.; H. B. Clow, 60 Scott St., Chicago, 
Il.; Andrew F. W. MeN Vally, 536-538 South 
Clark St., Chicago, Tll.; Estate of James 
McNally, 536-538 South Clark St., Chicago, 
Ill.; Sabina R. Arnold, Western Springs, 
Ill.; Wm. H. Milchsack, 518 Centre S&t., 
Bethlehem, Pa.; Mrs. Clara M. Hohl, 5 
Edgewood Park, New Rochelle, N. Y.: Mrs. 
June P. M. Chapin, care Whitney Central Trust 
& Savings Bank, City Bank Branch, New Or- 
leans, La.; Mary A. B. Mackenzie, 140 S. Dear 
born St., Chicago, Il.; E. C. Buehring, 536-538 
South Clark St., Chicago, Ill.; Eleanor V. 
MeNally, 1041 Judson Ave., Evanston, IIL; 
Julia Hessert, Drake Hotel, Chicago, I0.; Gustav 
Hessert, 536-538 South Clark St., Chicago, Tll.; 
Louise P. Bunts, 550 Surf St., Chicago, Ill. 


3. That the known bondholders, mortgagees, 
and other security holders owning or holding 1 
per cent or more of total amount of bonds, 
mortgages, or other securities are: (If there are 
none, so state.) None. 


South 
of which 
owning or 


4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, and 
security holders, if any, contain not only the list 
of stockholders and security holders as they 
appear upon the books of the company but a:so, 
in cases where the stockholder or security holder 
appears upon the books of the company as 
trustee or in any other fiduciary relation, the 
name of the person or corporation for whom such 
trustee is acting, is given; also that the said 
two paragraphs contain statements embracing 
affiant’s full knowledge and belief as to the cir- 
cumstances and conditions under which stock 
holders and security holders who do not appear 
upon the books of the company as trustees, hold 
stock or securities in a capacity other than that 
of a bona fide owner; and this affiant has no 
reason to believe that any other person, associa 
tion, or corporation has any interest direct or 
indirect in the said stock, bonds, or other secur 
ities than as so stated by him. 


5. That the average number of copies of each 
issue of this publication sold or distributed 
through the mails or otherwise, to paid sub 
seribers during the six months preceding the 
date shown above is (This informa 


tion is required from daily publications only.) 


G. Prather Knapp 


Editorial and Business Director 


Sworn to and subscribed before me 


of April, 1929. 


this 1st 
day 


M. J. 


[SEAL] 
(My commission expires December 8th, 


Stanton, Notary Public 
1930.) 
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Advertising Displays, Inc 
Allyn & Co., A. C.... 
American E xpre ss Co 
American Perforator Co 
Athey Co 


B 
Bank of North America & Tr 


Philadelphia 
‘Ins ide front eo 
Bankexposition, Ltd. 


Bankers Trust Co. ? 
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Brokaw & Co. 

Byllesby & Co., H. M 
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D 
Davenport-Taylor Mfg. Co 
Downey Co., C. L. bons 


Engineers National Bank, Cleveland 
Equitable Trust Co., New York 


F 
Fidelity Trust Co., Detroit 
First National Bank, Boston ad 
First National Bank, Chicago WW 
First National Bank, Detroit 8 
First National Bank, St. Loum Inside back come 
First Wisconsin Nat. Bank, Milwaukee Al 
Foreman National Bank, Chicago 


G 
General Motors Accept. Corp 
Guardian Trust Co., Detroit 
Guaranty Trust Co., New York 
Georgia Marble Co.... 


Halsey, Stuart & Co.... 
Hancock Mutual Life Insurance Co 
Heco Envelope Co. 


I 
Inland Co. 
International Harvester Co 
Interstate Trust Co., New York 


J 
Joliet Calendar Co. 


L 
La Monte & Son, Geo. 
Louisville National Bank & Trust Co 


M 
Mercantile-Commerce Bank & Trust Co., St 
Midland Bank, Ltd. 
Mississippi Valley Co. 


N 
National Bank of the Republic, 
National Cash Register Co 
National City Co. 
National Park Bank, New York 
Northern Pacific Railway 
Northern Trust Co., Chicago 
New York Trust Co. 


Chicago 


Peoples Securities Co. a 
Public National Bank & Trust C o., New York 


Rand MeNally & Co 31-7 
Remington Rand Business Service, Ine 


Sargent & Greenleaf, Inc....... 
Se aboard National Bank, New York 
Security-First National Bank of Los 
Shaw-Walker Co... 
Smith Associates, 
State Bs -_ of Chicago 
Stiles Co., Geo. W. 
St. Louis Bank Bk iy & Equip Co 
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Angeles. 4d 


Back cov 


Ten Brook Co 
Thrift Systems Co 
Tilghman Moyer Co 
Todd Co.. 


U 
Union Trust Co. & Nat. Bank of Com., Detroit.. 
Union Trust Co., Cleveland oan 
Waldheim, Platt & Co..... 
Westminster Bank, Ltd... 
Wise Co., J. H 
Woodruff Securities Co. 
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